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You Can Rely on the Heater 


that has a guarantee behind it 


» GRAND EMPIRE 
| WARM AIR HEATERS 


are fully covered by our guarantee as to 
perfection in mechanical construction. 
Their uncomparable merit makes the 
GRAND EMPIRE A WARM AIR HEATER 
that is approved by heating men and ac= 
cepted by the general public. It is the con= 
fidence the public have in GRAND EMPIRE 
WARM AIR HEATERS that make them 
ready sellers. 


Special Features 


All cast warm air heater with full cast front. 


‘“‘NEW IDEA”’ grate, full shaking dump 
center, roller bearing. Easily replaced 
through large door. 


Deep two piece fire=pot. 
Heavy circulating radiator. 


Burns any kind of fuel. 


You can’t afford to waste a minute before 
getting our complete catalog and business 
proposal. They are yours for the asking. 


SCHILL BROTHERS COMPANY 


CRESTLINE. OHIO 
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We Will Tall You Wie There ls A Big Demand For 


- 


IMPERIAL WARM AIR FURNACES 


e 
















{| It is because they are All-Steel. The 
body is rolled from a single plate of steel, 
securely riveted together in one place 
only. 


{| Absolutely gas and dust tight. 
§| No asbestos packing used. 


4] Will radiate more heat than either 
cast or wrot iron warm air heaters. 





{| Dealers, you must supply the ever 
increasing demand for All-Steel warm air 
heaters. Then why not give your trade 
the best? IMPERIAL ALL-STEEL 
WARM AIR FURNACES will get busi- 
ness for you and the satisfaction they 
give will keep it. 


{| Write to day for complete information 
and new illustrated circulars. 


IMPERIAL FURNACE CO. 


Marshalltown, Iowa 


JUST AS IMPORTANT 


to ventilate school rooms as to heat them 


Parents and school officials are realizing that it is just as necessary to ventilate 
school rooms as to heat them—it is plainly evident that foul and vitiated air should 
not be reheated and breathed again and again, but should be passed out of the room 
through a ventilator. 


THE FRONT RANK SCHOOL HEATER AND VENTILATOR | © 


has been designed especially to meet the 
requirements of up-to-date schools. It is 
a simple apparatus, easily controlled, and 
changes the air several timesanhour. The 
inside air is shut off by turning the damper 
in the cold air duct, and the entire supply 
comes directly from outdoors. The smoke 
pipe passes through the center of vent pipe, 
making it a never-failing, positive ventilator 
































Write uae for further particulars 


Haynes- a «gta 
Mfg. 


St. Louis, hosp 
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Pc 
Front Rank (ase. 
School Heater | (4/” SUPPLY 
and Ventilator 
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ESTABLISHED 1880 
Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 


ing Interests 
PuBLISHED Every SATURDAY 





Address all communications and 
remittances to 


DANIEL STERN 
Publisher and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 
25 West 42nd Street, New York 


TERMS OF SUBSCRIPTION IN THE UNITED STATES. AND ITs Possessions (Invariably in Advance) ONE YEAR PostaGE Parp $2.00 
ForEIGN CounTRIES ONE YEAR PostaGE Pap $4.00 Canapa ONE YEAR PostraGE Pap $3.00 


Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1879 





VOL, 72. No. 12. 


CHICAGO, SEPTEMBER 16, 1916. 


$2.00 Per Year. 








ONE OF THE leading coupon and trading stamp 
companies bases its argument for these misnamed 
“trade stimulators” on the fact that in 
: the old days of the French regime in 
Trading ‘i 
Stamp New Orleans the merchants there gave 
Schemes Not presents to the servants who did the buy- 
Good Mer= ing for their masters. The present was 
chandizing. siven to these persons, who usually were 
slaves, in order to induce them to come back and trade 
in the same store when they were sent out to buy other 
merchandise. It was nothing more or less than a bribe. 

While, of course, the giving of trading stamps and 
coupons today is done in a different manner and these 
so-called “profit sharing’ devices are given to the 
actual purchaser nowadays and not to the servant, 
there is this to consider that they are given promiscu- 
ously and with little or no regard as to whether the 
person who receives the coupons or stamps is ever 
coming back. 

In fact, the trading stamp and coupon companies 
have practically no interest in the question as to 
whether the coupons are redeemed or not, but rather 
are interested in having as few of them redeemed as 
possible. 

The conditions under which most of the trading 
stamp and coupon companies are operating are alto- 
gether against the interests of the retailer, because he 
must pay a certain price for all the stamps that he 
gives out, while the company only has to pay for the 
merchandise that is used to redeem the stamps or cou- 
pons that are presented for redemption. 

Another feature which has been emphasized at 
previous times by AMERICAN ARTISAN AND HARDWARE 
ReEcorp is that, while the retailer is supposed to give 
stamps or coupons with every purchase made for every 
multiple of five or ten cents spent by customers in his 
store, the cost of these coupons or stamps can really 
not legitimately be charged against anything but the 
new business resulting from these so-called “tokens 
of profit sharing.” 

For instance, a favorite argument of the promoter 
of these schemes is that by giving trading stamps or 
coupons the retailer can increase his business at least 
10 percent. Keeping in mind that this is an additional 
expense and supposing that the retailer this year will 
do $30,000 worth of business, and that by using this 
so-called “profit sharing” scheme he can increase his 
business ten percent during 1917, he will gain in sales 
$3,000 and he will have given out stamps or coupons 
representing $33,000. These stamps cost him not less 
than $3.50 a thousand of the ten cent denomination, 


Coupon and 


or a total of $1155, thus making his additional cos 
of selling the $3000 increase $1155, so that figuring 
his gross profit of 33% percent of his sales he has to 
pay out $3155 and has only taken in $3000. In other 
words, he is $155 out on the deal, besides having had 
the trouble of handling the stamps and selling the 
$3000 worth of merchandise. 

AMERICAN ARTISAN AND HARDWARE REcorD has al- 
ways maintained, and was the first hardware trade 
paper to do so, that trading stamp and similar so- 
called “profit-sharing” schemes were not only not of 
any value to the retailer but actually increased his cost 
of doing business without in any way adding to his 
profits. A number of other hardware trade journals 
which in the past have either been “neutral” or have 
actually carried advertising of concerns promoting 
these schemes have since followed the lead taken by 
this publication, and today there is practically not a 
reputable trade journal in the country catering to re- 
tail merchants of any class which does not advise its 
subscribers against the use of trading stamp and 
coupon schemes. 








WHEN A PERSON fails to pay his bills at the time 
agreed upon when the purchase was made, he thereby 
forces the seller to carry the account 
Who Pays for on his own capital as in most instances 
Carrying pe , ? A 
Accounts? "2° Provision for this contingency is 
made in the selling price of the article 

that has been purchased. 

With every day that passes after the payment is 
due the seller’s actual profit is reduced, and in some 
lines of business where the profit margin is com- 
paratively small, the matter of overdue accounts be- 
comes of more than ordinary importance. 

We have been and are doing business in this country 
on a very loose basis, and although there are many 
who regard their financial obligations in the proper 
light and meet these obligations promptly, generally 
speaking the buyer is careless, to say the least, about 
paying his bills when they are due—and this applies 
to buyers of all classes whether they be manufactur- 
ers, wholesalers, retailers or consumers. 

One of the means by which this undesirable feature 
of our commercial life may possibly be abolished is 
the authorization of preferential rates by the Federal 
Reserve Board for Trade Acceptances. 

When a purchase has been made, the seller may 
send a draft to his customer-along with the invoice 
of the merchandise sold. The draft may call for pay- 
ment say, “sixty days after date,” if that is in the 
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terms of the sale. The customer accepts the draft by 
an endorsement and sends it back to the seller. The 
endorsement by the customer changes the draft into 
a Trade Acceptance and under the ruling by the Fed- 
eral Reserve Board the seller may discount it at his 
bank which in turn may re-discount it at the Federal 
Reserve Bank. 

The fact that authority was given to the Federal 
Reserve Banks to re-discount such properly endorsed 
commercial paper and the preferential discount rate 
which was granted on Trade Acceptances have make 
it possible to’ obviate many of the expenses and 
troubles connected with the collection of overdue ac- 
counts, because for some reason or other a business 
man will be much more prompt in discharging his 
obligation to a bank than he will if the account is with 
another commercial or manufacturing concern. 

The Trade Acceptance, in order to be re-discounted 
by the Federal Reserve Banks, must mature within 
ninety days after its date of issue and must represent 
a definite business transaction involving material for 
use in further production, or goods for resale. 

Some of the advantages of the general adoption of 
Trade Acceptances as a means of handling accounts 
are as follows: If an open account is not paid, the 
seller must sue and run the risk of counterclaims and 
delay which usually attend legal procedures. This is 
usually avoided when a Trade Acceptance is used. 

When a seller has a Trade Acceptance he has a 
liquid asset which he can in most cases easily turn 
into cash whenever necessary, while if he can only 
use his own promissory note the opportunity for dis- 
counting such a note may be very small just at the 
moment when he needs funds the most. 

Many manufacturing concerns will be able to obtain 
greater credit facilities, because while under the regu- 
lar banking laws no bank is allowed to lend more than 
10 percent of its capital and surplus to any one firm 
on “single name paper,” a Trade Acceptance is a 
“double name paper,” and this rule does therefore 
not apply when money is borrowed on such paper. 


It is to be hoped that the Trade Acceptance will 
be made use of to a large extent in the transaction of 
business between manufacturers, wholesalers and re- 
tailers—just the same as it has been for years in 
France, England and Germany, where Trade Accept- 
ances are the most common method of taking care of 
obligations maturing in the near future between mer- 
cantile and manufacturing concerns. 








THERE Is AN old adage which says that it takes a 
lie to uphold a lie, meaning that if you tell one lie it 
Truth Vital #8 More than likely that you will have to 

Factor of tell another lie to get out of the hole in 

Success in which you placed yourself by telling the 
Advertising. first—and then you may even be in a 
worse hole. 

This old saying finds its proof in advertising as well 
as in other fields of endeavor, for it is a well known 
fact that once a store gets a reputation for being un- 
truthful or for “exaggerating” in its advertisements 
it becomes increasingly difficult for such a store to 
hold its old customers and to secure new trade. Its 
advertisements must offer greater and greater “bar- 








gains” in order to induce people to pay any attention 

to them, and it doesn’t hold its trade but must de- 
pend upon those who migrate from one store to the 
other. 

Quacks exist not only in the medical profession but 
in all other lines, and there are quacks in the adver- 
tising profession—men who are naturally dishonest 
and who because of temporary gains defraud the pub- 
lic, and for a time they prosper. : 

During the last few years, however, there has been 
a marked movement among advertising men and 
among manufacturers, wholesalers and retailers who 
advertise to make it increasingly more difficult for the 
quack to reach the class of people who by his exag- 
gerated advertisements are induced to buy the service 
or the article which he offers for sale. And it is to 
the credit of the decent and honest advertisers that 
this movement has grown so strong as to render it 
almost impossible for the quack and dishonest adver- 
tiser to use any of the standard media in which to tell 
his untruthful story. 

Much of the work which has been done along these 
lines has been accomplished through the efforts of the 
Associated Advertising Clubs of the World which 
recently held its convention in Philadelphia. 

This great organization of men and women en- 
gaged in the profession of advertising in its many vari- 
ous branches stands for truth in advertising and it is 
because of the high standard upon which these men 
and women have placed the profession of advertising 
that today, in spite of all the misuse, advertising 
stands as one of the most important factors in the 
economical distribution of merchandise. 

Some day—and let us hope in a not too distant 
future—it will be impossible for any quack or dis- 
honest person to send an untrue piece of advertising 
matter to the consumer—whether through the news- 
papers, trade publications, circular letters or by any 
other method—and when that day comes advertising 
will occupy a still more important position than it does 
today. 

We now as always stand for truthfulness in adver- 
tising and we pride ourselves upon the fact that our 
advertising columns are censored just as carefully as 
its editorial and news columns. It is for that reason 
that AMERICAN ARTISAN AND HARDWARE Recorp has 
retained during its thirty-six years of existence many 
manufacturers and wholesalers of hardware and kin- 
dred lines as regular advertisers. The men who gov- 
ern the policies of these long established and success- 
ful concerns realized many years ago that advertise- 
ments placed in this publication because of the policy 
outlined in the foregoing are certain to bring far bet- 
ter returns and do bring the sort of returns that justify 
them in remaining a&’ regular advertisers. 

Our subscribers likewise have satisfied themselves 
that they can depend upon the statements made in the 
advertising columns in regard to quality of the arti- 
cles advertised and that, therefore, they may safely 
buy their supplies from concerns who advertise in 
AMERICAN ARTISAN AND HARDWARE RECORD. 








Dust on the window will make everything in your 
store look dusty to the person on the outside. 
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NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 


RANDOM 








Izaak Walton has no more devoted disciples than 
“Dave” Jenkins and “Lute” Frazer, who are both oc- 
cupying managerial positions with Henry Disston and 
Sons on the Pacific Coast, and there is nothing that 
they like better than showing one of the “greenies” 
from the effete East how expert fishing is done in the 
rushing rivers of the state of Washington. 

One of my friends was on a trip out in that country 
and knowing “Dave” and “Lute” stopped off at Seattle 
for a few days’ visit with them. Nothing would do 
but what the “greenie” had to go on a fishing exvedi- 
tion with them, and they even went to the extent of 
purchasing a complete fishing outfit for him; they 
started off before daylight in “Dave’s” touring car 
which, by the way, carried a full camping outfit. A 
thirty mile drive brought them to the city of Everett 
where the trio had breakfast and laid in Quartermas- 
ter’s supplies, after which the journey proceeded eight 
miles farther, to Steven’s Lake. 

Neither “Dave” nor “Lute” knew much about the 
capability of our friend as a fisherman, but for some 
reason they got the impression that he was not par- 
ticularly adept in the art and as a result they indulged 
in considerable guying, but when they landed after 
their day’s sport on the lake—each man being in his 
own boat—it was found that Mr. “Greenie” had twice 
as many as “Lute” and “Dave” put together. 

The accompany- 
ing illustration 
shows how it was 
done: Being of a 
somewhat lazy dis- 
position, Mr. 
“Greenie” had con- 
trived an apparatus 

——— Ss looking somewhat 
Non-Patented Fishing Device. like an umbrella; 
at the rim hooks were attached and the apparatus was 
simply set to float on the water. When enough fish 
were hooked to overbalance a counterweight, our 
friend heard a little bell tinkle and pulled in the catch. 
Needless to say that neither “Lute” nor “Dave” tried 
to pull any more jokes on that trip. 

%* * %* 














At the Convention of the Associated Advertising 
Clubs of the World, held recently at Philadelphia, 
the Honorable Franklin W. Lane, Secretary of the 
Interior, delivered a very excellent address in which 
the following clauses struck me as particularly sig- 
nificant : 

“The spirit of America is a spirit of work. It is 
a spirit of progress and a spirit of helpfulness for all 
humanity. It is an unformed, mystic thing. * * * 

“The United States government exists to work and 
to allow each man to work.” 

These words, spoken before an organization that 
is devoted to the truthful exploitation of the means 
of bringing, in a helpful manner, the products of all 
workers to the attention of those to be benefitted as 
users, and thereby increasing the demand for work, 
bring the thought that the object of organization 


among the members of all callings today, is that of 
better, more efficient work, and of proper prepared- 
ness and understanding of the ways to do work 
more efficiently; to increase quality, quantity, utility 
and profit, intelligently, equitably and usefully and 
to guard and conserve at the same time the workers, 
employers and the capital employed. 

Along these lines lie peace and prosperity. When 
these meet with interference within the United States 
then all organizations and citizens thereof are ready to 
fight for the right of carrying out the mission of a 
peace democracy—a republic of work and _ helpful- 
ness. 

C. G. Barth, who keeps the treasures of the Hard- 
ware Club of Chicago and spends his spare time from 
this arduous work in the offices of the Rehm Hard- 
ware Company, out on Blue Island Avenue, some time 
ago bought an automobile and on Saturday afternoons 
and Sundays likes to take his family driving, prefer- 
ring trips into the country rather than the boulevards 
of Chicago. , 

One day he had reached a beautiful little village 
out southwest of the city when all of a sudden the 
Mr. Barth got out, looked the en- 
except that it 


machine stopped. 
gine all over, but could find nothing 
wouldn't run. 





In the meantime quite a number of youngsters had 
gathered around and knowing that his temper would 
soon get the better of him, he turned to a little girl in 


the crowd and said: “You'd better go away from 


here.” 


But the little miss didn’t stir. All she did was to 
reply: ‘You needn't mind me, my father has a car 
too, and he can swear something awful.” 


It isn’t an easy matter to “come up smiling” after a 
bit of hard luck, but the man who does is far more 
certain of finally winning out than he who whimpers 
and complains. The following bit of poetry which I 
read some time ago in an English magazine expressed 
this thought very admirably: 

Keep Up Your Pluck. 


Keep up your pluck and take another hold; 
Don’t whimper; it is useless to complain, 

Fortune still deals her favors to the bold. 
There’s never loss but somewhere is a gain. 


While you have left your body and your brain, 
In spite of all misfortune, be consoled, 

There’s always hope while these you still retain, 
Keep up your pluck and take another hold. 


The world to you may seem both hard and cold, 
And yet it is a good world, in the main; 

If sympathy is in small measure doled, 
Don’t whimper; it is useless to complain. 


With cheerful smiles conceal the hidden pain, 
Leave your vexations and your wrongs untold. 

Fight, but if beaten from weak tears refrain, 
Fortune still deals her favors to the bold. 


Oh, those invertebrates who fret and scold, 
Make faces at the cup they have to drain. 

Dumbly despair at loss of land or gold! 
There’s never loss but somewhere is a gain. 


Be valiant. Bound, then strive to break the chain 
That binds you. Show yourself of iron mold, 
Sit down and weep and you will weep in vain, 

Work manfully and fate may be controlled. 
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UP TO THE MINUTE 
NEWS SIFTINGS 














The Orbon Stove and Range Company, Belleville, 
Illinois, will build a one story addition. 

The Cribben and Sexton Company, 680 North Sac- 
ramento Boulevard, Chicago, stove manufacturers, will 
build an addition to cost $18,000. 

George M. Clark and Company, 779 North Michigan. 
Avenue, Chicago, manufacturers of stoves, will build 
a one story factory addition at Harvey, Illinois. 

The Bound Brook Stove Works, Bound Brook, 
New Jersey, has been incorporated with a capital of 
$30,000 to manufacture and deal in stoves. The in- 
corporators are Myer Bosky, Maurice E. Serling and 
Henry L. Nowve. 

John H. O’Brien, secretary and general manager of 
the Cleveland Co-operative Stove Company, 2323 
East 67th Street, Cleveland, O, has announced that the 
Company has purchased nine acres on Harvard Ave- 
nue upon which a plant will be erected at a cost of 
$200,000. 





-* 


MANUFACTURERS ANNOUNCE ADVANCE OF 
FIVE PERCENT ON RANGE PRICES. 


The Born Steel Range Company, Cleveland, Ohio, 
announce that the continued high cost of materials 
and labor have necessitated an increase in the selling 
prices of their ranges. Hence they follow the action 
of other manufacturers a few weeks ago in advancing 
prices five percent, effective September 11th. Dealers 
are advised to write for new quotations. 


-@~o- 
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PATTERNS FOR PARTS TO FIT STOVES, 
RANGES AND WARM AIR HEATERS 
MADE IN THIS COUNTRY 
SINCE 1850. 











The Northwestern Stove Repair Company, Chi- 
cago, in their catalog emphasize the fact that they 
are in a position to manufacture and furnish from 
their own patterns practically all burning-out parts to 
fit stoves, ranges, and heaters of all kinds, including 
warm air heaters, which have been made in this coun- 
try since 1850. They point out that’ their stock of 
castings and fire brick is one of the largest in the 
world, the main warehouse covering three acres of 
floor space and requiring over fifty thousand bins to 
hold the five million pounds of castings carried; in 
addition, the facilities for both manufacturing and 
shipping are complete, so that depleted stocks can be 
refilled in the shortest time and the most satisfactory 
service rendered to every customer. All the castings, 
according to the company, are made of high grade 
material and by approved methods of foundry prac- 
tice ; they are not excessive in weight and will fit per- 
fectly. For full particulars of the complete line of 
repairs, address the Northwestern Stove Repair Com- 
pany, 654-666 West Twelfth Street, Chicago. 


HACKLEY GOES AFTER STOVE BUSINESS 
EARLY AND RIGHT. 





E. Hackley, Earl Park, Indiana, believes thoroughly 
in the idea that a stove sold in August or September 







SIGNS S FALL 
Fall Will Soon Be 
Here. Don’t let 
the old range do 
for another year, 
thinking you are 
saving money for 
you are nol. 


After you once know tbe conven- 
ience and comforts a MONARCH 
Range will give you—you will won 
der why you didn’t purchase one 
long ago. Truly. the kitchen work 
is much easier with a MONARCH 
in your home. 








MONARCH Ranges are made of 
Malleable Iron and every seam ina 
MONARCH is rivitedjtight and sol- 
id. Not an ounce of stove putty in 
the whole range. This is only one 
of the many good points of the 
MONARCH. 


Come, see and examine it for 
yourself; learn why thousands of 
housewives all over this and other 
countries prefer the MONARCH; 
see for yourself why, in a short 
time, it will save fuel enough to 
puy for itself; why it saves more 
than half the time and work and 
all the worry there isin operating 
an ordinary range. 


E. HACKLEY. 


Single Column Advertisement of Kitchen 


Range. 


will not have to 
be sold at a reduc- 
tion in February 
or stored-away in 
March, so he starts 
his stove selling 
campaign while the 
weather iis _ still 
fairly warm. 

And it is worthy 
of note that Mr. 
Hackley goes after 
the business in a 
manner that is 
bound to bring 
profitable results. 
He doesn’t stop at 
simply telling his 
people that “he 
has just received a 
carload of stoves 
and ranges which 
will be sold at ex- 
ceptionally attrac- 
tive prices.” No, 
he gives good rea- 
sons why the par- 
ticular lines of 
stoves and ranges 
that he carries in 
stock will give the 
desired satisfaction 
and service. 

For instance, in 
the one-column ad- 
vertisement shown 
herewith, which by 
the way was pub- 
lished in “Hack- 
ley’s Store News,” 








the excellent store paper through which he talks to 
the people in his community, there is first the re- 
minder that fall is coming and then he “creates de- 
sire” for one of his Monarch Malleable Iron Ranges 
by telling how much easier the cooking and baking 
can be done with it; how well it is made, so that it 
will render long service; how economical in fuel con- 
sumption, etc., ending up with an invitation to come in 
and examine it. 

That is good advertising for kitchen ranges, and 
there isn’t a stove dealer who cannot produce the 
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same kind of efficient “copy.” If this sort of advertis- 
ing brings returns in Earl Park, Indiana, and it does, 
it will also bring returns to the dealer in any other 
place. 

In the second illustration is shown a double column, 
five inch advertisement of the Radiant Home Base 
Burner. In this advertisement some very strong 






Radiant Home 


Base Burner 


COLONIAL DESIGN 
BURNS ANTHRACITE 
STOVE SIZE OR 
CHESTNUT COAL 


Acknowledged to be the fin- 
est finished and most econ- 
omical Hard Coal Stoves 
ever made. Giving the 
largest amount of heat for 
the quantity of fuel con- 
sumed. 


Guaranteed the Best. 

















E. Hackley, Earl Park 


“Double Column Advertisement of Base Burner. 





claims are made all of which should appeal to the 
person who wants a good heater that will not “eat up” 
too much coal. 

AMERICAN ARTISAN AND HARDWARE REcorRD advises 
its readers among retail stove dealers to follow the 
excellent example set forth by Mr. Hackley. There is 
no question that profitable returns will come to them, 
in the form of increased sales and better profits for 
the whole stove selling season—if they make a real 
effort along the lines suggested. 


+e 
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BALL-BEARING STOVE TRUCKS FACILITATE 
SALE OF STOVES AND RANGES. 








An ideal convenience for the stove and range stock 
room is said to be found in the Universal Ball-Bearing 
Stove Truck, shown in the accompanying illustration. 


UNIVERSA, 
STOVE TRU cy 





Universal Ball-Bearing Stove Truck. 


This article, it is claimed, enables the salesmen to sell 
stoves and ranges easily and quickly, because once 
the appliances are mounted on a set of trucks, they 


can be rolled with but a slight effort into any desired 
position so that the customer can see every side in a 
few minutes’ time. Such a facility of display is 
made possible by the substantial, ball-bearing con- 
struction, which, according to the manufacturers, 
costs no more than the old style and proves a satis- 
factory investment because of its great usefulness and 
durability. Universal Ball-Bearing Stove Trucks are 
manufactured of grey iron castings, neatly japanned, 
with all steel casters and a reinforced base. Where 
the body of the stove or range rests, prongs are lo- 
cated to keep it rigid, thereby, it is stated, eliminating 
any tendency to slip off. The trucks can be used 
under a square base range without ‘feet as well as a 
stove with feet. Further particulars, together with 
price list, can be obtained from the Universal Caster 
and Foundry Company, 574-600 Ferry Street, New- 
ark, New Jersey. 





HOWARD STOVE COMPANY IS' MAKING 
PROGRESS UNDER NEW MANAGEMENT. 





The Howard Stove Company, Ralston, Nebraska, 
which is under the management of John O. Lamb as 
President and Robert L. Morley, formerly of the 
Michigan Stove Company, as Director of Sales, has 
recently issued a supplement to its regular catalog 
and a revised price list. The Company has bought the 
patterns for all the cast ranges and combination gas 
stoves of the Baxter Stove Company, Mansfield, Ohio, 
and will manufacture and sell this line during the com- 
ing year. 


+--+ 
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OVEN THERMOMETER IS SIGN OF QUALITY 
IN RANGE. 


In these days when everyone seeks to realize the 
highest degree of comfort or efficiency in everything 
he does, it is but nat- 
ural that the endeavors 
to attain this highly- 
desired state should be 
evidenced in the con- 
struction of furnish- 
ings and appliances for 
the home. For exam- 
ple, the efforts of those 
engaged in. the stove 

Cooper Oven Thermometer. and range manufactur- 
ing trade to increase the efficiency of these appliances 
and to enable the housewife to do her cooking with 
greater ease and comfort, have resulted in the inven- 
tion and subsequent use of oven thermometers, one of 
which is illustrated herewith. This is the Cooper Oven 
Thermometer which is said to be one of the most re- 
liable of its class, making it possible to do all kinds of 
baking with certainty and exactness and dispensing for- 
ever with the guesswork method of preparing cooked 
foods. According to the manufacturers, the excellent 
construction makes the thermometer one of the best 
selling points on a stove or range, in which it is recog- 
nized as a sign of high quality. Further information 
can be obtained from the Cooper Oven Thermometer 
Company, Pequabuck, Connecticut. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 











AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west= 
ern hardware and metal prices corrected weekly. 
You will find these on pages 48 to 53 inclusive. 








Henry Disstori and Sons, Incorporated, Philadel- 
phia, are about to let the structural contract for a one- 
story, 75x150 foot, addition. 

The Southington Hardware Company, Plainville, 
Connecticut, has let a contract for the erection of two 
additions, one story, 50x72 feet, and a two story, 200x 
144 feet, respectively. 

Workmen have commenced tearing out the parti- 
tion betwen the two departments in the Schlafer 
hardware store, Appleton, Wisconsin. After the par- 
titions have been removed and a new steel ceiling in- 
stalled, work will begin on the new front. 


SL -—S—— 


OKLAHOMA HARDWARE AND IMPLEMENT 
DEALERS TO MEET IN OKLAHOMA 
CITY, DECEMBER 5, 6 AND 7. 


At a recent meeting of the Executive Committee of 
the Oklahoma Hardware and Implement Dealers’ As- 
sociation, held in Oklahoma City, it was decided to 
hold the Annual Convention of the Association in that 
city on December 5, 6 and 7. The entertainment of 
the dealers by the local jobbers and wholesale dealers 
will take place in the Auditorium this year instead of 
the Lee-Huckins Hotel in order to accommodate the 
large number cf people expected to attend. 


~~~ 





CHICAGO HARDWARE MEN WILL HOLD 
THEIR ANNUAL CLAMBAKE ON 
SUNDAY, SEPTEMBER 24. 


The Annual Clambake of the Chicago Hardware- 
men, a regular affair for many years past and always 
a success, will be held Sunday, September 24th, at 
Diesing’s Grove, Worth, Illinois. Tickets are $3.00 
for each person and should be secured not later than 
September 18th, by making payment to A. A. Ernst, 
Cashier, 15 East Lake Street. 

Trains will leave on the Wabash Railroad from 
the Polk Street Depot, at 8:32 A. M. and 1:25 P. M. 





W. A. GUENTHER AND SONS SUCCEEDED BY 
GUENTHER HARDWARE COMPANY. 





After filing articles of incorporation on September 
5th, the Guenther Hardware Company, Owensboro, 
Kentucky, immediately commenced in business, having 
purchased the entire property of W. A. Guenther and 
Sons, who went into bankruptcy on May 23rd, after 
a business career of about forty-two years. The in- 
corporators of the new concern are J. Ed Guenther, 


formerly president of W. A. Guenther and Sons; J. 
C. Bender, formerly secretary and treasurer; and M. 
J. Guenther. 

The Company will handle a widely-varied stock of 
stoves and ranges, heavy and shelf hardware, black- 
smiths’ and wagon makers’ supplies, cutlery, mechan- 
ics’ tools, sporting goods, metal and other roofing, 
ropes and twines, farming implements, seeds, gasolene 
engines, etc. Catalogs and jobbers’ quotations are de- 
sired from manufacturers of goods in these lines as the 
Company expect to keep men on the road just as their 
predecessors did before them. 


ee ——--——_ — 


BIG ATTENDANCE EXPECTED AT ANNUAL 
CONVENTION OF MICHIGAN HARDWARE 
RETAILERS, FEBRUARY 13 TO 17. 


Plans for holding what it is believed will be the 
largest and most successful annual meeting of the 
Michigan Retail Hardware Dealers’ Association were 
discussed at a meeting of the General Committee at 
the Hotel Statler in Detroit on Thursday, September 
7th. The convention will take place in Detroit from 
February 13 to 17 inclusive, with headquarters at 
Hotel Statler, and it is expected that hardware deal- 
ers and exhibitors to the number of 1,000 will at- 
tend. In connection with the convention, it is 
planned to have the greatest exhibition of hardware 
ever held in Detroit. A committee of local dealers 
was appointed to assist in the preparations for the 
convention, consisting of Alexander Lemke, Chair- 
man; Walter Tyre, Fred Harms, Fred Marriott, 
James Draper, George Kidd and O. J. Darling. 





ADDITION TO BURGESS=-NORTON PLANT 
DOUBLES MACHINE SHOP CAPACITY. 


The Burgess-Norton Manufacturing Company, 
Geneva, Illinois, are building an addition to their plant 
which, it is said, will practically double their present 
machine shop capacity. It is expected to have this 
building completed early in November, when it will 
afford the Company a total floor of 25,000 square 
feet, all of this to be devoted to the manufacture of 
their varied line of hardware specialties, consisting 
of automatic screw machine products, pressed steel 
parts, milling machine parts, etc. The Company man- 
ufactures a line of hardware specialties which they 
market direct under the trade mark of “Bur-Nor,” 
and also many other articles on contract. 


ee 
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All the customers you wait upon should catch the in- 
spiration of your hearty service. They should go out 
of your store satisfied with their treatment, pleased 
with their purchase. This means good will to the store 
and to you. 

















TENNESSEE HARDWARE DEALERS AFFILIATE 
WITH SOUTHEASTERN HARDWARE 
ASSOCIATION. 


At the Ninth Annual Convention of the Tennessee 
Hardware Association held recently at Memphis, it 
was decided to affiliate with the Southeastern Hard- 
ware Association. 

The officers elected for the 1916-17 term ire as fol- 
lows: H.C. Ross, Jackson, re-elected President; O. 
K. Jones, Sweetwater, re-elected Vice-president ; 
Walter Harlan, Atlanta, Georgia, Secretary-Treas- 
urer. 

Directors—C. C. Paris, Nashville; W. V. Edenton, 
Jackson; J. D. Elkins, McMinville; W. V. Hagar, 
Hartsville. 

Delegates to National Convention—H. C. Ross and 
Walter Harlan. Alternates—G. W. Everette, Sparta; 
O. K. Jones, Sweetwater. 

Mr. Harlan is secretary of the Southeastern Hard- 
ware Association, which is composed of Alabama, 
Florida, Georgia, Mississippi and Tennessee. The 
State Association will continue as heretofore, the 
Secretary being the only officer who officiates in both 
bodies. 

O. K. Jones, Sweetwater; Lem. F. Bell, Spring- 
field and H. C. Ross were appointed to represent the 
Tennessee Hardware Association on the Board of 
Directors of the Southeastern Hardware Association. 

Considerable business of an important nature was 
transacted. I. G. Norvell of Newbern delivered a 
very interesting address on advertising, in which he 
declared that the policy of honest advertising and 
judicious methods, as well as proper mediums, should 
be observed at all times. 

A general discussion followed, in the course of 
which Mrs. Louise B. Moore of Hazelhurst, Missis- 
sippi, the only woman hardware dealer in that state 
and one of five in the South, was called upon to give 
her opinion. 

She advocated judicious advertising in the news- 
papers, made a strong and eloquent plea for the coun- 
try papers, but urged the personal touch as one of the 
most successful methods in business, as well as in 
every walk of life. 

She said that one could go to church, hear a really 
splendid sermon delivered by a brilliant pulpit 
speaker, but unless he came down from his pulpit 
and shook hands in a friendly way with the mem- 
bers of the congregation, the full value of his ser- 
mon was lost because he failed to give that personal 
touch which reaches the heart and appeals to one 
in a truly fraternal manner. 

She said that the personal touch carries with it a 
feeling of interest in the customer, which is above 
and beyond the mere commercial spirit of barter and 
trade. “A friendly interest in the welfare of the 
entire community, a desire and effort to be helpful in 
tvery direction will help your business, just as well as 
it will help others.” 

She spoke of the manner in which she conducts her 
dairy, as well as her hardware store; how she showed 
and encouraged the farmers to use milk separators; 
how she operates three automobile routes, and is pre- 
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paring to install a fourth, in carrying articles from 
her store and from other business houses in Hazel- 
hurst to the farmers, making the deliveries as rapidly 
as possible, and bringing the cream from their dairy 
houses to Hazelhurst. 





CHICAGO RETAIL HARDWARE DEALERS 
HEAR EXPLANATION OF ADVANTAGES 
CLAIMED FOR HEAT UNIT GAS. 


At the regular monthly meeting of the Chicago Re- 
tail Hardware Association which was held Friday 
evening, September 8th, in the rooms of the Hard- 
ware Club, O. T. Knight, of the Peoples Gas Light 
and Coke Company, explained the advantages which 
according to the Company’s proposal for a new ordi- 
nance will accrue to the users of gas for light, heat or 
power. 

Mr. Knight stated that the present ordinance cov- 
ering the manufacture of gas for use in Chicago re- 
quires a 22-candle power gas which under the present 
high cost of oil and other ingredients cannot be pro- 
duced and sold with a fair profit at the price which 
the Company is charging now and that, therefore, un- 
less the City Council agrees to a change in this ordi- 
nance, it will be necessary to raise the price to the 
consumer. 

“But,” said Mr. Knight, “the really important point 
is that a very considerable share of the cost of pro- 
duction is caused by something which does not in any 
sense make the gas you use more efficient with the 
modern lighting fixtures. The fact that we must pro- 
duce a high candle power gas so that the compara- 
tively very small number of people who use the old- 
fashioned flat burners may have sufficient light, makes 
it necessary for us to make a gas high in carbon, and 
that is what causes your discolored ceilings and 
sooted cooking utensils. 

“With the modern fixtures, such as the mantle and 
arc, better lighting results are obtained with a very 
low candle power gas and this same gas, which to 
distinguish it from the ‘candle power’ type we call 
‘heat unit’ gas, is fully ‘as efficient for cooking and 
heating purposes—and it can be produced at much less 
cost.” 

Mr. Knight went into considerable detail showing 
what the effect would be, so far as the possibility of 
increasing the consumption of gas under the proposed 
ordinance is concerned and pointed out that “heat 
unit” gas was far from being an experiment, but was 
recognized in many states and cities as the proper type 
of gas for lighting, heat and power. 

A. C. Luther, also of the Commercial Department 
of the Company, demonstrated the different effects of 
“candle power” gas in different styles of burners and 
explained how the “heat unit” gas could be used with 
certain mantles at considerably less cost to the con- 
sumer than the “candle power” gas in the flat flame 


burner. 
> —$—_____—__ 


Every dispute or misunderstanding has two sides, 
but some very successful retail merchants have found 
that it pays to always consider the customer right in 


his or her contention. 
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Greater and More Costly Retail Hardware Stocks 


Call for Increased Fire Insurance 


By Witi1am T. Gormey of the Bullard and Gormley Company, Chicago, Illinois 











There are two reasons why retail hardware dealers 
who have not already done so should make it a point 
to increase the amount of 
their fire insurance without 
further delay. 

In the first place the av- 
erage retail hardware deal- 
er naturally carries in stock 
a larger volume of mer- 
chandise at this time than 
he did three months ago, 
both because of the nature 
of the stock that is sold 
during the Fall and Winter 
season as compared with that which pertains to Spring 
and Summer and because of the additions to his vari- 
ous lines which are called for by the opening of a new 
selling period. 

In addition to this there is the fact of the higher 
price which the retail hardware dealer of necessity has 
been paying for his new stock. 





William T. Gormley. 


The prices of manufacturers and wholesalers have 
been advanced in practically all lines, and thus while 
his stock may not be any larger at this time than it 
was a year ago, the amount of money invested will be 
considerably larger this year. 

I want to emphasize in connection with this par- 
ticular point that the “80 percent Co-Insurance 
Clause” which is now a part of almost every standard 
fire insurance policy makes it obligatory upon the re- 
tail hardware dealer to carry fire insurance amounting 
to at least 80 percent of the inventory of his stock if 
he is to receive full payment on his policies for any 
possible fire loss. 

For instance, if his stock invoices $10,000 and he 
has fire insurance only for $5,000 and the policies con- 
tain the 80 percent clause, then he is a “co-insurer” 
to the extent of $3,000 and in the case of fire must 
stand his proportion of the loss. If his fire loss is 
total, he will, of course, get $5,000, but if his loss is 
less than $5,000 he will stand three-eighths of the fire 
loss himself, because that is the proportion of his 
“co-insurance” to the amount of fire insurance which 
he should have carried under the 80 percent clause. 

In a recent issue of one of the Chicago papers, i 
noticed an inquiry from a retailer who had moved a 
portion of his stock from his store into a warehouse 
shed without notifying the fire insurance company and 
thus without having the policy altered to cover the 
changed conditions. When a fire occurred he noti- 
fied the agent who handled his fire insurance, but the 
latter could do nothing for him, as there was a clause 
in his policies which restricted the fire insurance to a 
designated place by using the words “contained in the 
premises” described in the policy. 





As the retailer had removed the goods from the 
premises covered by the insurance policy without 
notifying the company and without receiving its per- 
mission, the policy simply did not cover the loss, and 
the retailer received no insurance. 

This is a very important matter, inasmuch as many 
retail hardware dealers follow the practice of storing 
a portion of their stock in warehouses. For instance, 
you may receive a carload of stoves in July and as you 
do not wish to place them on exhibition on your sales 
floor at that early date, you store them in your ware- 
house and as a good business man also take out addi- 
tional fire insurance. 

Unless, however, your fire insurance policy covering 
this stock of stoves does provide for its removal to 
your store, either in whole or in part, it will be neces- 
sary for you when the time comes for its removal to 
notify the agent of the change and to have the policy 
altered or a new policy issued covering the stock under 
the new conditions. 

The same rule applies, of course, to such stock as 
you may wish to move from the store into a ware- 
house after the season’s selling, and unless this rule is 
tollowed, you are likely to find yourself in the position 
of the retailer referred to in the foregoing: He 
thought he had his stock insured but after the fire he 
found out that his policy did not cover the stock and 
he had to stand the loss. 


Ws} 


Chicago, September 11, 1916. 
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NEW CATALOG OF CLOTH WINDOW 
VENTILATORS. 








The great strides made in the improvement of the 
Sanitary Cloth Window Ventilators are shown in the 
new catalog issued by the manufacturers. These ven- 
tilators are made of a specially treated, buff colored, 
fine mesh cotton cloth, with a frame of selected hard- 
wood finished in mission oak oil stain. While keeping 
out dirt and dust, they are said to admit fresh air 
without drafts, to exclude rain and snow, and to 
prevent the window curtain or drapery from blowing 
out of the window. Two stock sizes, g and 15 inches 
high, are made, together with several adjustable sizes. 
The ventilators are constructed like an adjustable win- 
dow screen, and, it is said, can be used as sash cur- 
tains. They retail at 25 to 60 cents each and are find- 
ing quite a demand for bedrooms, bathrooms, living 
rooms, nurseries, schools, hospitals, offices, factories, 
etc. Copies of the new catalog will be sent upon re- 
quest, by the Continental Company, Penobscot Build- 
ing, Detroit, Michigan. 
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INSTRUCTIVE BOOKLET ON FILING OF 
HAND SAWS. 





It is generally recognized that the training of the 
hand to properly and efficiently perform manual work 
has been one of the chief factors in the progress of 
civilized countries during the past quarter of a cen- 
tury. Today, this same field of manual labor, only 
more extensive and presenting many more opportuni- 
ties, lies before the youth who understands tools and 
knows how to use them. Among those who have taken 
an active part in the promotion and encouragement of 
the woodworking branch of manual art is the Simonds 
Manufacturing Company, Fitchburg, Massachusetts, 
which in 1915 awarded 228 prizes to boys who in or 
out of manual training schools had made of wood 
some useful or ingenious article of special merit. This 
year the Company, fully cognizant of the fact that the 
care of tools is a prime essential to the woodworker, 
has prepared a very interesting 16-page booklet, “How 
to File a Hand Saw,” the text of which is conveniently 
arranged in five separate lessons suitable for class 
room work. The lessons are entitled respectively, 
“What is a Hand Saw?”’; “How Do Hand Saws 
Cut?”; “What Is the Way to File a Saw?”; “What 
Further Care Should Be Given ?”; and “What Are the 
Tests of a Good Hand Saw?”. In each, the clear text, 
supplemented by appropriate sketches and _ illustra- 
tions, imparts much valuable information that will no 
doubt be highly appreciated by every user of saws. 
Copies of the booklet will be sent to interested parties 
upon request, by the Simonds Manufacturing Com- 
pany, Fitchburg, Massachusetts. 


PATENTS GEARING. 








William H. George, Fairfield, Iowa, assignor to 
The Dexter Company, Fairfield, Iowa, has secured 
United States 

















[ “ ‘1,196,537 - | patent rights, 
under number 

(ex oe 1,196,537, for a 
pe: ie gearing de- 
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scribed here- 
OT ie. Eo ce with: A gear- 
\ , + gm Y ing for wash- 
Pi an J ing machines, 
I6 G5 (10% - ZG comprising in 

ta com bination 
with a_ hori- 
zontal support, a bearing plate fixed to said support, 
an upright operating shaft depending from and jour- 
naled in said bearing plate, a pinion non-rotatively 
mounted on said operating shaft above said bearing 
plate, a stud rising from said bearing plate and spaced 
from said operating shaft, a fly wheel rotatively 
mounted on said stud, a second stud rising from said 
plate and spaced to one side of the line of said first 
named stud and operating shaft, a larger gear rota- 
tively mounted on said second stud, a small gear fixed 
to said fly wheel coaxially therewith in a plane below 
the plane of said fly wheel, said small gear being en- 
gaged by said large gear, said large gear, small gear 
and pinion being all located in a common plane be- 
tween said bracket plate and fly wheel, said large gear 
being partially covered by said fly wheel, a gear cas- 
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ing fixed to said support and covering that part of the 
large gear exposed beyond said fly wheel, a bracket 
plate fixed to the edge of said support and depending 
below the same, a prime mover lever of the second 
class, fulcrumed to said bracket, a pitman opera- 
tively connecting said prime mover with said large 
gear and a rack bar operatively connecting said prime 
mover with said pinion. 





PATENTS FOLDING DEVICE FOR FEEDER 
CARRIERS. 


Charlie Rodebaugh, Indianapolis, Indiana, assignor 
to The Maytag Company, Newton, Iowa, has been 
granted United 
States _ patent 
rights, under 
number __1,196,- 
886, for a folding 
device for feed- 
er carriers de- 
scribed in the 
following: In apparatus of the class described, a two 
part carrier having a stationary part and an extension 
hinged thereto, and adapted to be folded up there- 
under, and a single means operative for automatically 
locking said extension in either extended or folded 
position. 
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NEW COMPREHENSIVE CATALOG OF 
HARDWARE AND RELATED LINES. 


The Haw Hardware Company, jobbers in business 
since 1864, and located at Ottumwa, Iowa, have just 
issued a new catalog covering the complete lines car- 
ried in stock, together with those for factory shipment. 
This catalog, one of the largest and most comprehen- 
sive ever issued, is 9 by 11 inches in size, bound in 
tan colored cloth imprinted with the name of the 
Company, and contains over goo pages devoted to 
illustrating, describing and listing the widely-varied 
stock of hardware and related lines, marketed under 
“Haw’s Pure Gold” trademark. The foreword points 
out that a Standard Factory List has been used wher- 
ever such has been established, and that dealers can 
depend on the fact that the Company’s prices will 
always be consistent with the market and competitive 
lines. Further on in the catalog are shown the officers 
of the organization, and a convenient thumb index 
enumerating the various items that are subsequently 
listed under 13 different department heads, which may 
be roughly classified as follows: 1—Mechanics’ and 
Edge Tools; 2—Farm and Garden Implements and 
Tools; 3—Heavy Hardware; 4—/uilders’ and Shelf 
Hardware; 5—Miscellaneous Hardware; 6—House 
Furnishing Goods; 7—Stoves, Ranges and Heaters ; 
8—Enameled Ware, Tinware, etc.; 9—Roofing, Tin- 
ners’ Supplies; 1o—Cutlery and Silverware; 11- 
Hunting Supplies, Sporting Goods, etc. ; 12—Bicycles, 
Automobile Accessories, etc.; and 13—Special Goods. 
The favorable location for quick delivery, together 
with the large, well-assorted stock is said to enable 
the Company to render prompt, satisfactory service 
at the lowest possible market price. Copies of the 
catalog can be secured upon addressing the Haw 
Hardware Company, Ottumwa, Iowa. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 











EFFECTIVE WINDOW DISPLAY OF FIREPLACE 
FIXTURES. 


The illustration herewith shows an interesting win- 
dow display of Fireplace Fixtures that received Hon- 
orable Mention in ‘AMERICAN ARTISAN AND 
HarpWARE Recorp Window Display Competition. It 














Window Display of Fireplace Fixtures Awarded Honorable 
Mention in AMERICAN ARTISAN AND HARDWARE 
RECORD Window Display Competition. Arranged by 
Witl McLeod for S. Edward Rose, Elmira, New York. 


was arranged by Will McLeod for S. Edward Rose, 
109 Lake Street, Elmira, New York. 

In this window display a highly-effective method 
was used to exhibit the wares—by showing them as 
they appear in actual use. The window display was 
arranged to form part of the interior of a living room 
with a fireplace and chimney, in front of which were 
grouped the various fireplace fixtures. The “fireplace” 
and “chimney” were formed of a wooden frame cov- 
ered with red paper outlined in white to represent 
bricks, and the fireplace shelf and walls of the 
“room” were realistically arranged with framed pic- 
tures, a clock, percolators, chafing dishes and the like. 

Beneath the shelf at the left were displayed several 
styles of rectangular stove boards and in front of the 
“fireplace” rested several types Of andirons, circular 
stove boards, a poker and a shovel in holder, screen, 
etc. Practically all of the items bore price tags and 
the only other advertising matter was a card at the 





right lettered, “Why Hesitate? The quality is right, 
so is the price.” 

The efficacy of this window display lay chiefly in 
its power of suggestion: It served quite capably to 
recall to the onlookers their own living rooms and 
fireplaces and by so doing, it suggested and indicated 
to them how the appearance and operation of their 
fireplaces could be easily improved. With every line 
of merchandise, a telling impression is as a rule made 
on every onlooker by showing him the articles as they 
appear in actual use, and for this reason, no doubt, 
the window display illustrated herewith proved a 
profitable venture. 





REALISTIC WINDOW DISPLAY OF HUNTING 
SUPPLIES. 


A replica of a hunters’ camp in the forest consti- 
tutes the attractive window display of Hunting Sup- 
plies which is shown in the accompanying illustration, 
and which was awarded Honorable Mention in 
AMERICAN ARTISAN AND HarpWARE REcorp Window 
It was arranged for Jornt 
Kenosha, Wis- 


Display Competition. 
Brothers, 117 Milwaukee Avenue, 
consin 

In this window display the front of a hunters’ camp 
was reproduced with utmost fidelity and it is plain 
to see that every little detail was scrupulously taken 
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Window Display of Hunting Goods Awarded Honorable Mention 
in AMERICAN ARTISAN AND HARDWARE RECORD 
Window Display Competition. Arranged for Jornt 
Brothers, Kenosha, Wisconsin. 


into consideration, so that a very realistic scene was 
presented to the onlookers. The cabin was built of 
willow branches with the chinks and crevices filled in 
with moss, and the door and casings made of bark. 
To the left of the cabin a large branch was mounted 
to serve as a tree, and to the right a profusion of 
branches was arranged as the bushes and shrubbery of 
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a woodland scene. In front of these a campfire was 
set up, above which a kettle was suspended from a 
branch resting on two forked branches that were 
stuck vertically into the ground. The “fire’’ itself 
was made of a wire form covered with red tissue 
paper, underneath which was placed an electric lamp 
wired to the store circuit. When the current was 
turned on, the light strongly illuminated the red tissue 
paper so that it glowed realistically like a burning fire 
from between the small logs piled about it. 

The floor of the window, in keeping with the pic- 
ture, was covered with sod, set to look as if it had 
always been there, while the small portion in front 
of the cabin door was covered with stones and pebbles. 
At the left of the cabin stood an ammunition box dis- 
playing small paper cartons of shells and cartridges, 
while off to the right rested a similar box supporting 
three shotguns. Touches of animal life were imparted 
to the window display by the hawk above the cabin, 
the elk’s head with the large antlers at the right, and 
by four live squirrels chasing about the boughs of the 
“trees” and scampering across the grassy plot. The 
antics of the squirrels naturally proved an irresistible 
attraction and aided materially in the effectiveness of 
the window display. 

At night, a light in the cabin, together with the glow 
of the campfire served to illuminate the window suf- 
ficiently to present every detail of the window display 
clearly without resorting to any additional light. 
Hence, both by day and night, the realistic hunters’ 
camp drew the attention of the passers-by and worked 
upon their interest to such an extent that the sales of 
hunting supplies were no doubt appreciably increased. 


+> 





PROXIMITY OF CUSTOMERS HELPS SALE 
OF HARDWARE ITEMS. 


It is logical to presume that the people who pass the 
store of the retail hardware dealer are better pros- 
pects than those who do not reside in the vicinity and 
learn of the store’s offerings only through the medium 
of the spoken or printed word. An actual view of the 
articles in question provides a far greater incentive 
towards purchasing than the mere information that 
certain articles of certain merits are offered at 
such and such prices. It is the natural function and 
fully within the power of the window displays that 
they create a desire to purchase the items exhibited 
or that they effectively stimulate the wish to buy, by 
showing them in their true light and by strongly em- 
phasizing their merits and adaptabilities. This the 
Window display can accomplish more effectually than 
other advertising mediums, and the moral is that the 
proximity of the people materially enhances the pos- 
sibility of a sale, providing of course, that proper use 
is made of the window display. 

AMERICAN ARTISAN AND HARDWARE 
always recognized what a potent factor the window 
display is in attracting customers to the store, and in 
its editorial and news columns this publication has 
often dwelt on the absolute necessity for preparing 
Window displays that will demand the attention of the 
passer-by and compel him to look with interest at the 
articles displayed. In order to give recognition to 


RecorpD has 


those who are most progressive in this phase of modern 
merchandising and to induce retail hardware dealers 
and their salesmen to devise novel, effective arrange- 
ments, AMERICAN ARTISAN AND HARDWARE REcORD 
has for years conducted Window Display Competi- 
tions, the latest of which has recently been announced 
and closes on December 15, 19106. 

Any dealer or salesman is eligible to compete and 
may enter photographs and descriptions of as many 
window displays as he desires. Cash prizes amount- 
ing to $100.00 will be given for the window displays 
judged most excellent, and Honorable Mention to 
those which in the estimation of the judges are effec- 
tively arranged and show evidence of “painstaking 
work. The window displays may be of any line. of 
hardware, such as general hardware, builders’ hard- 
ware, tools of all sorts, automobile accessories, sport- 
ing goods, cutlery, house furnishings, kitchen utensils, 
garden and agricultural implements; paints, oils and 
glass; glassware, plated ware and enameled ware; 
electrical supplies, cameras and photographic supplies, 
toys, stoves, ranges, warm air heaters and items of a 
similar nature. The conditions which are appended 
herewith must be strictly adhered to: 

Award of Prizes. 

The prizes will be awarded as follows: 

lirst prize, $50.00 in the 
graph and description received of window display of 
hardware and kindred lines. 

Second prize, $25.00 in cash, for the photograph and 
description second in excellence. 

Third prize, $15.00 in cash, for the photograph and 
description third in excellence. 

Fourth prize, $10.00 in cash, for the photograph and 
description fourth in excellence. 

Conditions of Competition. 

The conditions of the competition are as follows: 

The photographs must be accompanied by descrip- 
tions of how the window displays were arranged and 
the materials used. These photographs and descrip- 
tions may be sent by mail or express, charges prepaid, 
and must reach this office not later than December 
15, 1916. Address all photographs and descriptions 
to AMERICAN ARTISAN AND HARDWARE ReEcorD Win- 
dow Display Competition, 910 South Michigan Ave- 
nue, Chicago, Illinois. 

Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put upon a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many photc- 
graphs of displays as they please. 


cash, for best photo- 


A Competition Committee of three will be ap- 
pointed ; one of them will be an expert window dresser 
and one an experienced hardware man. This Com- 
mittee will pass upon the merits of all photographs 
and descriptions received, without knowing the names 
or addresses of the senders, and will decide the win- 
ners of the Competition. 

AMERICAN ARTISAN AND HARDWARE REcoRD re- 
serves the right to publish all photographs and de- 


scriptions submitted. 
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Popular Automobile Accessories Offer 
Great Opportunity to Hardware Dealers 








CHAINS ACT AS SAFEGUARDS ON 
AUTOMOBILE TIRES. 





Safety demands that automobile tires be equipped 
with chains to prevent skidding on wet pavements or 
snow covered roads, and fore- 
sighted motorists, realizing that 
chains under such conditions are a 
real necessity, never fail to put 
them on at the first indication of 
slippery roads. Hence the retail 
hardware dealer who is awake to 
his opportunities can make material 
gains in his sales by featuring such 
ie poate etd: chains, as for instance the Weed 

Skid Tire Chains. Anti-Skid Chains, which are 
claimed to absolutely prevent skidding. These chains, 
kept in stock in bags, as illustrated herewith, are said 
to be made of the most durable materials and accord- 
ing to carefully determined measurements approved 
by all tire manufacturers. It is further stated that 
they can be slipped on in a moment without a jack 
and do not injure the tires because of the “creeping”’ 
feature which continually shifts their position on the 
tires. Further details can be secured from the 
American Chain Company, Bridgeport, Connecticut. 


HIGH GRADE SPARK PLUGS FOR ALL MAKES 
OF AUTOMOBILES, MOTORCYCLES, 
MOTORBOATS, ETC. 











The Rex line of spark plugs which, according to the 
manufacturers, are sold under an unlimited guarantee, 
include types and styles for all 
makes of automobiles, motorcycles, 
motorboats and gas engines. Ev- 
ery one of these, it is stated, is un- 
surpassed in regard to efficient per- 
formance and durability, and car- 
ries with it the guarantee that it 
will be replaced in the event it 
does not give complete satisfaction. 
The insulating cores used in their 
construction are described as being 
of the finest imported materials 
that retain their insulating quali- 
ties under any conditions found in 
a gasolene engine, and the elec- 
trodes of imported Meteor wire 
that is unaffected by heat and does 
not fuse or corrode. Furthermore, 
the fact that each plug is packed, 
assembled and tested by hand, is 
claimed to insure an absolute gas 
tight joint. The illustration here- 
with shows one of the numerous varieties—a special 
spark plug for Ford cars. Catalog listing all the types 
will be sent upon request by the Rex Ignition Manu- 





Rex Spark Plug 





facturing Company, Broadway, 58th Street and 8th 
Avenue, New York City. 


SAFETY PEDAL PADS FOR AUTOMOBILES. 


Protection for every occupant of the automobile 
and for pedestrians is constantly sought in the manu- 

facture of automobiles and acces- 
MH sories, and every part of the car 
§ receives thorough consideration by 
| the men in the trade with the view 
to increasing its efficiency and 
safety features. Among the inno- 
vations in Automobile Supplies and 
‘4 Accessories may be noted the Rives 
4, Auto Pedal Neverslip Pad, shown 
in the accompanying illustration. 
This pad, according to the manu- 
PW ge facturers, is made of highly resili- 

Neverslip Pad. ent, adhesive rubber that holds the 
foot firmly on any of the pedals to which it is attached, 
thereby assuming positive action of the clutch, brake, 
etc., at the trying moments. It is furthermore said 
to prevent wear and tear of the shoes, make a shorter 
reach to the pedals, and prevent harmful pressure on 
the ball of the foot. Designs are made for every car 
and for every shaped pedal, and pamphlets giving 
full details can be obtained from the George H. Rives 
Manufacturing Company, 2187 Woolworth Building, 
New York City. 


SPARK PLUGS GIVING EXCELLENT 
PERFORMANCES IN AUTO- 
MOBILE RACES. 

















The quality of a spark plug is best estimated by 
the way it stands up under hard usage. In this re- 
spect, the exceptional merit of the 
Rajah Spark Plugs is said to have 
been clearly demonstrated in the 
most trying automobile races during 
this spring and summer, and as a 
result, have been the subject of much 
favorable comment in the automobile 
world. Two of these instances stand 
out as particularly remarkable: At 
the Sheepshead Bay Speedway early 
in May of this year, it is stated that 
all the three races were won by cars 
equipped with Rajah Spark Plugs, 
while in the Indianapolis Speedway 
Rajah Spark Plug. Races on Memorial Day, eight of the 
ten that finished were similarly fitted. Numerous 
other instances of less striking importance also serve to 
demonstrate the ability of these plugs under severe 
conditions, and details of these, together with further 
information regarding the Rajah Spark Plugs, can 
be secured from Herz and Company, 245 West 55th 
Street, New York City. 


















GUARD YOUR OWN CREDIT AND GIVE 
CREDIT CAREFULLY, SAYS M. D. HUSSIE. 


In the following article by Maurice D. Hussie, 
Omaha, Nebraska, Second Vice-president of the Na- 
tional Retail Hardware Association, a number of im- 
portant points are brought up with regard to the 
credit standing of the retail hardware dealer and to 


his manner of operating his own credit department: 


Confidence in our fellowman is the keystone of the mod- 
ern business structure. In every branch of business confi- 
dence is what smooths out the rough places, clears up mis- 
understandings and ‘brings about satisfactory settlements. It 
is confidence that prompts the manufacturer to ship his wares 
to the jobber or retailer, secure in the knowledge that they 
will be paid for within a certain specified time and it is the 
same spirit of confidence which prompts the retailer to scat- 
ter these same wares amongst his customers trusting in the 
honor of the purchaser for his pay. 

If it were not for confidence, in other words, Credit, the 
business of the country would be practically at a standstill as 
it goes without saying that while the amount of cash per 
capita is greater in the United States than in any other coun- 
try, it would be impossible to transact the volume of business 
done in this country on a strictly cash basis. Credit, there- 
fore, is one of our greatest assets and as such should be safe- 


guarded and never abused. 
Promptness in Settling Accounts Vital to Good Credit Standing. 


But, is this always the case? Is credit looked upon as 
sacred and something of value? We all know that it is not 
and we ourselves are guilty of abuses of credit that if we 
gave the matter proper thought we would never commit. Are 
we as prompt as we should be in settling our accounts with 
our creditors? If an invoice is plainly marked two percent 
ten days, do we not make a habit of deducting the discount in 
twenty or thirty days or whenever we see fit to remit? Do 
we compel our creditors to draw on us for almost every in- 
voice and then write them scolding letters when they do so? 
Think it over. If we do any or all of these things we are 
abusing our credit and before we can hope to make our 
debtors look at the matter properly we should put our own 
house in order. 

The problem of collections is an ever present one with 
every merchant who does a credit business, and that means 
with nine out of ten retailers. There are two prime reasons 
for poor collections, namely, carelessness in granting credit 
and neglect to set a definite date for settlement when credit 
is granted. Often times a merchant in his eagerness to do 
business or through his inability to say “No” will extend 
credit indiscriminately, entrusting his merchandise with par- 
ties to whom he would not think of loaning the same amount 
of money. 

Strictly speaking, the merchant is loaning his customer 
money or its equivalent, and when extending credit he should 
ask himself this question, “Would I loan this party this 
amount of money without security?” If this test were oftener 
applied merchants would avoid the making of very many 
poor accounts. Again, the person to whom credit is extended 
should be made to understand that payment is expected at 
some date definitely fixed, and when that time arrives the 
merchant should see to it that demand is made for settlement. 

Indiscriminate extension of credit and lax collection 
methods will wreck any business sooner or later, usually 
sooner. As an example, note the following clipping from a 
local daily paper, and its duplicate can be found almost any 
day in any daily paper of any city in the country: 

“Grocer a Bankrupt.——Louis Wohlner, 
grocer and meat dealer, 622 South Six- 
teenth Street, filed a petition to be ad- 
judged a bankrupt. His liabilities are 
$12,214 and assets are $10,879, the latter 
chiefly uncollectable bills.” 
_ What a story could be woven around these six short 
lines. The high hopes of the merchant when starting in 
business and the public seeming to take to him so kindly. 
ow he rejoiced when he saw account after account opened 
on his books. How when month after month rolled round 
and his creditors pressed him for money he made timid 
efforts to get the money from his customers, fearing to press 
his claims with vigor lest he hurt someone's feelings. For 
the “deadbeat” has such sensitive feelings. The sleepless 
nights and harassed days as creditor after creditor pushed 
im for settlement and he found himself unable to collect 
what was due him, and then the final act of comparing his 
assets with his liabilities, where he finds that he owes $12,- 
000.00 to pay which he has been depending on his assets 
which consists of about $11,000.00, mostly uncollectable ac- 
counts. A slender reed to lean on, truly. 
_ There are morals to be drawn from such sad cases: 
First, be careful to select your customers when extending 
credit; and second, be a good collector. 
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ORR AND LOCKETT COMPANY HAVE 
LIQUIDATED. 


Quite a number of buyers from out of the city have 
been in Chicago the last ten or twelve days in attend- 
ance upon the sale of the stock cf hardware of the 
firm of Orr and Lockett which is in liquidation, having 
been placed in the hands of the Chicago Credit Men’s 
Association. 

It is expected that the claims will probably be paid 
in full as the merchandise realized about $150,000, 
although the totals have not been ascertained as yet. 
The accounts receivable amount to $114,000, of which 
two-thirds are considered collectable, against which 
the concern owed for merchandise $230,000. 

In the course of a day or two the factory in which 
refrigerators, ice houses and fixtures have been made 
will be disposed of and in the course of a week the 
fixtures, show cases, desks, etc., will be disposed of. 

Orr and Lockett was founded in 1872 so after 
forty-four years of merchandising in Chicago, they 
have gone out of business. 


PATENTS TOP BEARING CASTER. 





Daniel B. Diss, Newark, New Jersey, assignor to 
the Universal Caster and Foundry Company, Newark, 
yyy New Jersey, has obtained 
—“ui//7A- United States patent rights, 
under number 1,197,457, for a 
top bearing caster described 
herewith: In a caster, the 
6 combination of a leg-support- 
ing plate, having an opening 
therethrough, a sleeve extend- 
ing upwardly from said open- 
ing, having inwardly curved 
flanges at the top, a top bearing-member secured be- 
tween said top flanges, and a pintle adapted to extend 


through said opening and sleeve into contact with said 












top bearing member, substantially as set forth. 
a 


ADDRESSING COMMUNICATIONS TO 
COMMERCIAL ATTACHES. 


Manufacturers desiring to send their catalogs to 
the offices of the American Commercial Attaches, are 
requested to address them as follows: 

Commercial Attaché, American Embassy, Buenos 
Aires, Argentina, 

Commercial Attaché, American Legation, The Hague, 
Netherlands. 

American Commercial Attaché, Apartado 969, Lima, 
Peru. 
American Commercial Attaché, 403 Imperial House, 
Kingsway, W. C., London, England. 

Commercial Attaché, American Consulate, Melbourne, 
Australia. 

American Commercial Attaché, 36 Avenue de ]’Opera, 
Paris, France. 

Commercial Attaché, American Legation, Peking, 
China. 

Commercial Attaché, American Embassy, Petrograd, 
Russia. 

American Commercial Attaché, Guinle Building, Rio 
de Janeiro, Brazil. 

Commercial Attaché, American Embassy, 
Chile. 

To the above addresses should be added the words 


Santiago, 


“Through State Department Pouch,” and fuil foreign 


postage should be prepaid in each instance. 
























































a 
OBITUARY. 


John W. Graham. 
At the age of fifty-nine years, John W. Graham, 
Secretary and Treasurer of the Philadelphia Lawn 





John W. Graham. 


Mower Company, Philadelphia, died at his residence 
at 6378 Overbrook Avenue, in that city, on Wednes- 
day evening, September 6th. Despite the fact that he 
had been sick for ten weeks, being stricken with an 
attack of la grippe from which a form of indigestion 
developed that weakened his heart, the death was en- 
tirely unexpected, as he seemed to be well on the road 
to recovery. His sudden death was a great shock to 
his family and large circle of friends. 

Mr. Graham was a graduate of the Philadelphia 
High School and of the Pennsylvania Military 
Academy at Chester. Immediately after graduating 
from the latter institution he became associated with 
the Company of which he ultimately became Secre- 
tary and Treasurer, and of which his brother, Walter 
FE. Graham, is President. At the time of his death, 
Mr. Graham had been connected with the Company 
for thirty-nine years, : 

He leaves a widow to mourn his untimely death, and 
a host of friends who will never forget his many ad- 
mirable traits. Mr. Graham had no interests outside 
of his home or business and was not a member of 
any club or association, living an ideal home and 
business life. His particularly lovable nature and 
happy disposition had endeared him to everyone with 
whom he came in contact, and a great number of rela- 
tives and friends came to pay him a last tribute at the 
funeral on Monday, September 11th. 

Samuel Stearns. 

After ailing for some time, Samuel Stearns, Vice- 
President and Treasurer of the Michigan Safety Fur- 
nace Pipe Company, Detroit, Michigan, passed away 
on Wednesday, September 6th. Mr. Stearns was a 
brother of Isaac Stearns, President of the Company, 
and leaves a host of friends and business associates 
to mourn his death. 

Mrs. Mabel Lowes. 

Mrs. Mabel Lowes, wife of William H. Lowes, 

a hardware merchant, living at 825 North Lawler 
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Avenue, Chicago, was killed on Monday, September 
11th, when she fell out of a light auto delivery truck 
driven by her husband at Crawford Avenue and Cort- 
land Street. 
Pe 
RETAIL HARDWARE DOINGS. 


Ilinois. 

The Greig-Westman Hardware Company, Springfield, has 
changed its name to the Greig-Westman Hardware, Plumb- 
ing and Heating Company. 

Indiana. 

The Urbana Hardware Company, Urbana, has suffered a 

fire loss of $4,000. 
lowa. 

Fred W. Cary, Boone, has sold a half interest in his hard- 
ware business to Joe C. Britt. 

John Heldlebaugh, Croydon, has purchased the hardware 
store of A. W. Markey. 

Jonathan White, Martersdale, will open a hardware store. 

George Schwab, Orient, has sold his hardware and fur- 
niture store to Henry Funke. 

Lear and Jardon, Riverside, have disposed of their hard- 
ware store to Anson Welte of Iowa City. 

E. C. Lindquist, Essex, has given up his interest in the 
Olive, Hanson and Company hardware store. 

Powell Brothers, Sharpsburg, have been succeeded in the 
hardware and furniture business by Frank Wright. 

A. P. Cotton and Son of Stuartville, Minnesota, has pur- 
chased the W. S. Gray hardware store in Ogden. 

Charles Dubert, Maquoketa, will open a hardware store 
in Zwingle., 

T. C. Olds, Centerville, has sold his interest in the Simp- 
son and Olds hardware store to R. E. Simpson. 

Michigan. 

The Armstrong-Beach Company, Incorporated, Highland 
Park, has engaged in the retail hardware business with a 
capital stock of $20,000. 

Minnesota. 

Nicholas Libert, St. Cloud, has been succeeded in the 
hardware business by his son, Paul. 

B. W. Folefson, LeSueur, has bought the hardware busi- 
ness of Congrove Brothers. 

E. C. Phipps, Paynesville, has sold his hardware store to 
E. Latourell. 

Alva Chaplin, Pitt, is building a store for his hardware 
business. 

Joseph S. Busch, Mankato, has bought the interest of 
Clement Schroeder in the Schroeder and Murphy hardware 
store. 

Kasper Brothers, Moose Lake, hardware merchants, have 
moved into the old Jacobson and Gay store. 

Judson Shaw, Hasty, is moving into the Haight build- 
He will open a hardware store. 
Frank Ufken, Burtrum, has sold his hardware store. 
John Olson, Ostrander, is opening a hardware store. 
Montana. 
The Mandan Mercantile Company, Oline, will carry a 
line of hardware. 

M. J: Kounz, Baylon, will open a hardware store. 

The Dunham Lumber Company, Carlyle, will add a line 
of hardware. 


ing. 


North Dakota. 

Charles Dick, Clementsville, has purchased a hardware 
store. 

3enjamin and Henry Sells, Grafton, have bought the 
hardware stock of Haugland and Tollack. : 

S. O. Henderson, McHenry, has acquired an interest in 
the hardware store at Forbes. 

Ben Garden and Guy Bervig, New Rockford, have formed 
a partnership to enter the hardware business. ; 

Nelson Brothers, Minot, have sold one-third interest 1n 
their hardware business to their uncle, Frank Nelson. 

F. C. Werner, Fargo, has rented the store room in the 
Albrecht building and is installing fixtures for an exclusive 


hardware store. 
Ohio. 


G. H. Ruth, Amherst, has sold his hardware store to the 
Wesbecher Hardware Company. ' 
Tennessee. 

The Moore-Stratton Hardware and Manufacturing Com- 
pany, Lebanon, has been incorporated with a capital stock o! 
$20,000 by F. C. Stratton, F. H. Moore, May B. Stratton, Mrs. 
Tim H. Moore and J. Porter Wilson. 

Wisconsin. 

R. O. Bingham Hardware Company, Sturgeon Bay, have 
sold out to the Sawyer Hardware Company. 

The Hellwig hardware and furniture store, Chaseburg, 
has just opened for business. ' 

Emmett Amundson, Onalaska, has traded his farm for 4 
hardware store. 

Ben and Fred Strong, Eagle River, will start a hardware 
business. 








it- 
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HARDWARE CLUB 
OF CHICAGO AND ITS DOINGS 











At the Weekly Luncheon of the Hardware Club of 
Chicago, on Tuesday, September 13th, Wallace G. 
Clark, Trustee of the Sanitary District, spoke on “The 
Sanitary Canal and What It Has Accomplished for 
Sanitation.” 

“Comparatively few people appreciate the magni- 
tude of the work that has been done under the super- 
vision of the Sanitary Board. It is worthy of an 
empire to say nothing of a single city,” said Mr. Clark 
in his opening remarks. “It touches the welfare of 
every home in the District and in many outside. 

“The Sanitary District was organized as a tax levy- 
ing body for the purpose of solving the problem of 
disposing of our sewage in a satisfactory and efficient 
manner and at the same time of assuring the purity of 
our water supply. 

“Lake Michigan until 1900 had served both as our 
source of water supply and as a receptacle of our sew- 
age, and the two didn’t agree well with each other. 

“In 1900 the water was turned into the Sanitary 
Canal and immediately there was a noticeable change 
evidenced in the death rate from diseases traceable to 
the character of water used for cooking and drinking, 
and while for instance this death rate was 170 in 100,- 
000, today it is only a fraction over six. 

“You will gain an idea of the magnitude of the 
work that had to be done by taking a trip along the 
Sanitary Canal and observing the immense piles of 
rock and dirt on its banks. Thirty-eight million cubic 
yards of this material had to be blasted and dug out-— 
enough to make an island in Lake Michigan’s deepest 
spot a mile square and twelve feet above the water 
level. 

“The important feature about this Sanitary Canal 
is that not only does it enable us to divert our sewage 
from our water supply but it actually purifies the sew- 
age so that when the water reaches the Mississippi 
River it is fully as pure as when it leaves Lake Mich- 
igan. 

“But entirely aside from the matter of sanitation 
the Sanitary Canal has proven a decidedly profitable 
investment: There is a drop of tos feet between the 
beginning of the Canal and the place where its waters 
are turned into the Illinois River, and thus we have 
been able to develop a tremendous hydro-electric 
energy which today supplies light for a large number 
of our streets in Chicago and in suburban cities and 
towns, as well as for many public buildings and parks, 
besides furnishing power to 4,000 large private con- 
sumers during the day. There are 800 miles of wire 
conduits and 24,000 street lamps are being used in 
Chicago. 

“It is worthy of special note that while it formerly 
cost Chicago $105.00 a year for each arc light, the city 
now obtains the same light from the Sanitary District 
at $12.50 a year! 





“Then there are the great dock facilities for deep- 
draft vessels on the banks of the Canal, and hun- 
dreds of manufacturing plants are finding it to their 
advantage to locate near the Canal. 

“All this is very fine, but it has not been accom- 
plished and the work which lies ahead will not be 
done, without the most strenuous battle on the part of 
the Sanitary District Board to counteract the many in- 
fluences which seek to fatten upon the public—by 
padded contracts or by many other methods all of 
which must be classed as absolutely dishonest. 

“So it is necessary that the men who serve on the 
Board must possess something more than passive hon- 
esty—the kind that will not allow the member to ‘line 
his own pockets’—they must be aggressively honest: 
They must be on the job; force the contractors that do 
work for the District to live up in the fullest measure 
to their specifications; guard against padding of bills 
or pay rolls, etc. 

“And then remember this, the Sanitary District 
soard has discretionary powers: It isn’t necessary, as 
with other tax-levying bodies like the City Council, 
the County Board, the Park Boards, to submit a bond 
issue to the voters for their approval. The Board can 
vote to issue bonds, and if the vote is favorable, the 
bonds are issued and taxes will be levied to pay them. 
That in itself is a very important reason why you 
should be especially careful in your selection of the 
men who are to serve you as Trustees on the Sanitary 
District Board.” 

President A. Vere Martin expressed the thanks of 
the members present for the interesting address with 
which Mr. Clark had favored them and extended an 
invitation to the speaker to come again and tell some 
more about the Sanitary Canal. 

3efore declaring the meeting adjourned, the Presi- 
dent bade Daniel Stern, of AMERICAN ARTISAN AND 
HARDWARE REcoRD. welcome upon his return from 
Alaska, and Mr. Stern spoke briefly of the beautiful 
scenery he had seen and the many interesting observa- 
tions he had made on his trip, promising that at some 
future time he would give a more detailed outline of 
his experiences on this journey. 

Harry F. Atwood to Speak September 19. 

Harry F. Atwood, Attorney for the Board of Local 
Improvements, will be the speaker at the Weekly 
Luncheon of the Hardware Club on Tuesday, Septem- 
ber 19th. 

Annual Election Friday, October Sixth. 

The Annual Election of the Hardware Club will 
take place Friday, October sixth, at which time five 
Governors will be elected to take the place of the fol- 
lowing whose terms expire: 

President A. Vere Martin; Treasurer C. G. Barth; 
Lewis A. Clark; Henry Stuckart and W. J. Stebbins. 
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The Nominating Committee will appreciate sugges- 
tions from the members as to the names of men to be 
placed on the official ballot as they wish to choose 
the very best men for the ticket in order to insure the 
continued progress of the Hardware Club. 





KEOKUK, IOWA, HAS SUCCESSFUL DOLLAR 
DAY AND LOCAL RETAIL HARDWARE 
DEALERS BOOM THE IDEA. 





AMERICAN ARTISAN AND HarDWARE REcorp has 
on several occasions commented on the good results 
which retail hardware dealers have accomplished by 
taking an active part in special advertising campaigns 
sponsored by the commercial interests of their com- 
munity. 

In the following article from C. E. Honce, Keokuk, 
Iowa, an idea is given of the manner in which the 
three retail hardware stores of that city went after 
business at a recent “Dollar Day Sale,” organized by 
the retail merchants of Keokuk: 

That hardware merchants can profit by a Dollar 
Day sale as well as drygoods merchants, jewelers, 
shoemen and others who have a more attractive line 
to draw on, was demonstrated at Keokuk, Iowa, re- 
cently when the Retailers’ League, an organization 
composed of 130 live Keokuk merchants, put on one 
ef its renowned Dollar Day Sales. 


Great crowds were drawn to Keokuk from the sur- 
rounding country, and the hardware merchants report 
that their sales for the day were exceptionally large. 
There are three hardware stores in Keokuk, Smith 
Hardware Company, 812 Main street; G. S. Merriam 
Company, 1010 Main Street, and A. Weber Company, 
526-28 Main Street, and each had some special bar- 
gain advertised for the day. 

The G. S. Merriam Company featured a window 
full of razors, values ranging from $1.50 to $2.50 and 
sold on Dollar Day at $1. These moved fast and the 
general trade on that day was a great deal larger than 
usual, also. 

The Smith Hardware Company displayed a miscel- 
laneous assortment of merchandise, all new and taken 
out of regular stock. Among the bargains offered 
were spring balance scales, steel fishing poles, 
aluminum and enameled ware. All goods in the dis- 
play windows were sold at cost, which meant a saving 
of from one-fourth to one-third to the buyer. 

“We couldn’t put out some old stock to push at a 
bargain,” said B. F. Smith, proprietor of the store, 
“like clothing and drygoods merchants. We put out 
our regular stock and sold it at cost. The day was a 
good one for us, especially on our general trade. Dol- 
lar Day attracted a great many people to Keokuk and 
all the merchants were benefited.” 

Mr. Smith is of the opinion that special sales and 
other trade drawers, such as Dollar Day, can not be 
made a success by a hardware store if held too often. 

The. A. Weber Company sold as a dollar bargain 
an article called the De Witt washing machine, per- 
fected by a local man. This proved to be a very good 
bargain and a number were disposed of. 

Keokuk hardware stores do not handle automobile 
supplies and very few novelties or side lines. They 


stick largely to the regular lines and all report busi- 
ness conditions normal, or on a par with other years. 
The war has not been felt in the hardware line here, 
except in the rise in price of many staple products. 
The trade has not fallen off; instead many lines are 
selling better than ever. 

For the past fifteen or more years the Smith Hard- 
ware Company has specialized in two lines, bicycles 
and guns. The former is still a good proposition, but 
the gun business has taken a big slump. 

“There are three reasons for this,” said B. F. Smith. 
“In the first place, hunters living in the southeastern 
section of the state usually have to purchase not only 
Iowa licenses but those of Missouri and Illinois also 
and the price of the three is almost enough to make 
the sport prohibitory. Then again, the farmers are 
making efforts to keep trespassers off their property 
under threats of prosecution and the recent game 
hunting laws enacted at Washington have cut the 
hunting seasons and limited the game to such an ex- 
tent that a large part of the hunter’s enjoyment is 
gone. 

“We have always specialized in bicycles,’ he con- 
tinued, “and have pushed this line for the past fifteen 
years. There is no other hardware dealer in the city 
that handles them and our bicycle trade has been very 
good this year. 

“There is a small demand for automobile supplies 
and we do not attempt to handle this line at all. The 
local garages have full and complete lines of acces- 
sories, and it would not pay us to try to compete with 
them.” 

The Smith Hardware Company has had a large sale 
of garden tools and spring and summer household 
necessities. The Company does not handle novelties 
but sticks to the main lines of goods. 

The G. S. Merriam Company had an unusually 
large business on garden tools and implements, wire 
netting, etc., this spring. A full line of garden seeds 
is also carried and these have proven to be good sell- 
ers. In commenting on the general business condi- 
tions here, Bernard Merriam, a member of the Com- 
pany, stated that this year would compare favorably 
with other years. The war has had no effect here 
except to boost prices and the general trade has not 
fallen off. 

Mr. Merriam found the Dollar Day idea and similar 
features good trade drawers. Of course the hard- 
ware dealer hasn’t the material to work with that 
merchants in other lines have, but the general effect 
has always been good. 

During the recent window display contests, pro- 
moted by the Keokuk Retailers’ league, the G. S. 
Merriam Company entered some interesting window 
displays and this feature was described as one of the 
best trade drawers that had ever been tried out. 


—_ 
oo 


Why is it that some towns and cities of our section 
can close retail stores at 6 P. M. every night except 
Saturday without any detriment to business and in 
other places with almost exactly the same conditions 
the merchants feel that they must keep open until 9 
or 10 or later? Is there a real reason for keeping open 
late in the evening or is it altogether a matter of h:.bit? 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








Autumn and Winter bring with them the hunting 
season when the mighty sons of Nimrod go forth in 
quest of game. 
Likewise they 
bring with them a 
period of increased 
activity in certain 
departments of the 
modern retail 
hardware store. On 








‘ae his hunting trip, 
vii WH the enthusiast 
must needs be 


cr re Ducks 


The Northern’s stock of Sovereign, Crown, Nitro Club, |) 
Canuck, Peters, Winchester, loaded shells is complete 
and perfectly fresh, and is PRICED BELOW THE 
PRESENT WHOLESALE COST. 


fully accoutred in 
order to make the 
best of his time, 











and his require- 
The Northern's Prices on Loaded Shells : t t 
CROWN, per box of 25 75e Per case of 500. .$12.50 ments are — 
SOVEREIGN, box 25 88¢ Per case of 500.. 15.50 i 
NITRO CLUB, box 25 95e Per case of 500.. 16.50 rally reflected in 
CANUCK, per box 25 95e Per case of 500... 16.50 the demand for 
PETERS, per box 25 $1.00 Per case of 500.. 17.00 ° 
WINCHESTER, bx 25 1.00 Per case of 500.. 17.50 the various hunt- 
Shooting Coats, Duck Calls, 60e; G Carriers, 25; . b4 
! Reloading Sets $1.28; Gun and Rifle Recoil Pads 8c; | ing supplies and 
Jointed Gun Cleaners 606c. ° 
accessories. Hunt- 
Get Your GAME LICENSE at the Northern ers need shotguns 
wail 
Canned Meat Outfit complete with stand ........ 50c ‘ it} 
Thermos ny 25 92.00 $8.00, $3.70 ghee you want it. rifles, ammunition, 
00, $3.75 - . 
Hunters’ Pr oat handle, fine grade of steel, spec 75¢ hunting clothes, 
Everything to Make Your Hunting Trip a Success game carriers, 
a eee) 
fowl calls, gun 
The Northern Hardware Co. Ltd. || cleaners, camping 


Two Stores: Jasper Fast and Jasper West 











outfits, decoys and 
items of a similar 
character, and the continued popularity of the sport 
indicates to the progressive hardware retailer how he 
can materially augment his sales by pushing and fea- 
turing these articles at the most advantageous time— 
just as the hunting season opens. 

With what degree of attractiveness shells and other 
hunting supplies can be brought to the attention of the 
hunter is shown in the newspaper advertisement re- 
produced herewith from its original space of ten 
inches, two column width, in the Journal, Edmonton, 
Alberta, Canada. In this advertisement, the illustra- 
tion at the top serves to acquaint the reader with its 
import at a glance, as also does the bold headline, so 
that the man who is interested in the subject feels 
quickly impelled to investigate. The advertisement 
was run by the Northern Hardware Company, Lim- 
ited, operating two stores in Edmonton. 





| 
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The accompanying illustration shows three “cards” 
inserted in the Herald, published in Washington, Indi- 
ana. The size of each card was 5% inches deep, two 
columns wide. 

In each one of these small advertisements which 
show evidence of more or less frequent change of 
copy, there is something worthy of commendation. 


F. H. Gross, Tinner and Plumber, reminds people 
that the time is here to begin repairing that leaky roof, 
which is good, but why not go farther and say some- 
thing positive about the serviceability of a good metal 
roof? And instead of simply mentioning “Plumbing, 
Heating and the Like,” why not say something 
definite about the sort of a heating job that you do? 

W. J. Bacon Company make a special closing out 
offer of screen doors—75 cents reduction. The dan- 
ger is that very few will see the offer, because it is 
hidden away in a list of “cards” which as a rule are 
not read except in a very cursory manner. The spar- 
ing use of space would appear poor economy to the 
man up a tree. 

Ernest Bishop offers estimates for heating and 
water systems for country and city homes, free of 

PLUMBING HEATING AND THE LIKE. 


F. Come See Me Phones 337 and 2237 
4 een Implements and Vehicles pirirunce 


H. GROSS—Tinner ard Plumber (yin that teary’ root 


pint ERNCE 

SCREEN DOORS, regular $1,75 value, to close ovt $1.00 esch--- 
You will bup tnem if you see them soon enough. 

W J. BACON CO. Bell phone 903. Automatic 2203 


H::« ING and Water Systems for Country Homes 





City work given prompt attention. ESTIMATES FURNISHED FREE 


ERNEST BISHOP £As2,17H 482 waLNur 


BELL PHONE, 1105 
AUTOMATIC 4314 





charge, which although it is a common practice in 
some places may not be the custom in Washington, 
Indiana. 

The chief criticism of these three “cards” is the 
one which was made in the case of that of W. J. 
Bacon Company. The small space is more than likely 
to act against the possibility of good returns—and the 
danger to the newspaper publisher in accepting such 
“cards” from business men is that they will come to 
the conclusion that “advertising doesn’t pay,” when as 
a matter of fact they haven’t given a fair show to the 
newspaper nor to the question as to whether advertis- 
ing does pay or not. 

A good merchant would not Iccate his store on a 
side street, where few people pass, nor would he 
board up his windows, nor would he confine himself 
to generalities when waiting on a customer, and yet 
there are thousands of retail hardware dealers who do 
all these things the minute they are induced to spend 
a little money for newspaper space: They buy the 
cheapest and mostly poorly located position; they re- 
fuse to tell anything or show anything about their 
merchandise; they make general, meaningless state- 
ments about their store—and then they expect to get 
returns ! 

* * * 

The outside appearance of your store has the same 
effect upon the opinion of people as your own outside 
Judgment is influenced by external 


appearance has. 
appearances. 
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HEATING AND VENTILATING 








WHAT BRITISH THERMAL UNIT MEANS. 





In order to measure quantities of heat, there must 
be a unit of heat, in the same way, relatively, as the 
pound, which is the unit of weight. When it is said 
that a thing weighs 10 pounds, the mind readily un- 
derstands what it is, and how it would feel to be bur- 
dened by that amount of weight. First it is under- 
stood what the unit of weight, 1 pound, is, and on 
that basis there is no difficulty in understanding what 
any number of these units are, no matter how many 
there may be. 

So it is with the unit of heat. The unit of heat, as 
used in this country, is the amount or quantity of 
heat required to raise the temperature of 1 pound 
of water 1 degree, when the water is at its greatest 
density at 39 degrees Fahrenheit, and is termed the 
British Thermal Unit. This is usually abbreviated 
B.t.u., to distinguish it from the French unit of heat, 
and it is most widely used in English-speaking coun- 
tries. It should be noted that the quantity of water 
specified in this term is 1 pound, not more or less; 
also that the 1 pound of water is raised through but 1 
degree of temperature as measured on a Fahrenheit 
scale thermometer. To make this still clearer by using 
an indirect application of the underlying principle, 1 
unit of heat would not raise 2 pounds of water through 
1 degree of temperature on the Fahrenheit scale ther- 
mometer, but only through %4 degree. This shows 
that a unit of heat or a heat unit, no matter which 
way the term is said or written, is not the same as a 
degree of temperature. 

What, then, is a degree of temperature? It is the 
intensity of heat, or, tersely speaking, it is the quality 
of heat as distinguished from the quantity of heat. 
A thermometer registers the degrees or intensity of 
heat, but it does not, nor can it, indicate the quantity 
of heat. A thermometer dipped into a vessel contain- 
ing 1 pound of water may register the same degree 
or intensity of heat as when placed in a vessel con- 
taining two or more pounds of water; nevertheless, 
there is twice as much heat, in quantity, in the 2 
pounds of water as there is in the 1 pound. From 
this it can be seen that the unit of heat is the basis 
of measurement of the quantity of heat in a body, 
while a degree temperature is the intensity of heat 
in a body, as shown by the divisions on the ther- 
mometer scale. 


_The French thermal unit is termed calorie, and is 
that quantity of heat which is required to raise the 
temperature of one kilogramme of pure water I 
degree Centigrade, at or about 4 degrees Centigrade, 
which is equivalent to 39 degrees Fahrenheit. There- 
fore, one calorie equals 3.968 B.t.u., and 1 B.t.u. 
equals 0.252 calories. 





Sometimes the “pound calorie” is used by English 
writers. It is the quantity of heat required to raise 
the temperature of 1 pound of water 1 degree Centi- 
grade. Then 1 pound-calorie equals 9/5 B.t.u., or 
0.453 calorie. 

Some authorities prefer to use 62 degree Fahren- 
heit as the standard water temperature instead of 39 
degrees Fahrenheit before referred to in the ‘heat 
unit terms, because in the scale of temperatures used 
in practice, 62 degrees Fahrenheit is more nearly an 
average value, and is therefore more convenient to 
use. For temperatures above 63 degrees Fahrenheit, 
it takes a little more than 1 B.t.u. to raise 1 pound of 
water through 1 degree, the difference increasing the 
greater the temperature is from 63 degrees. But the 
difference is so small throughout the range met with 
in practice, it may be assumed that it takes 1 B.t.u. 
to raise 1 pound of water through 1 degree of tem- 
perature. This would apparently make the terms 
3.t.u. and degree of temperature synonymous. But 
there is a real difference, and the reason for it is the 
changing value of the specific heat of water at dif- 
ferent temperatures. Therefore, as long as it is un- 
derstood that a difference exists, as explained, one 
may, in commercial engineering and for convenience 
assume that 1 B.t.u. is equal to 1 degree rise in tem- 
perature in respect to 1 pound of water. 





HEAT CIRCULATOR FOR WARM AIR 
HEATERS. 





An attachment for warm air heaters that will easily 
maintain a temperature of 72 degrees in zero weather 
on the wind side of a flat or house is said to be found 
in the Woods’ Cold Zone Heat C-i-r-c-u-l-a-t-o-r, 
manufactured by the Wind Void House Company, 
Chicago. This circulator, when installed on a warm 
air heater, is further said to keep the air pressure in 
the house slightly higher than the atmospheric pressure 
outside, thus, it is claimed, absolutely preventing drafts 
and consequently colds and tuberculosis. By contract- 
ing the volume of the circulating air, the. attachment 
exerts a pulling effect, something on the order of a 
vacuum, that draws the air from the cold part of the 
house back to the warm air heater. In this way, the 
manufacturers state, an efficient circulation of the air 
is induced and the heating space is materially in- 
creased ; furthermore the installation of the circulator 
gives more head room in the basement as all pipes are 
raised to the level of the ceiling, no pitch being re- 
quired. The circulator is made entirely of sheet steel, 
has no moving parts and, it is stated, can be attached 
to any warm air heater. Full particulars regarding its 
construction and operation, terms of sale, etc., can be 
obtained from the Wind Void House Company, 143 
North Wabash Avenue, Chicago. 






















PRESIDENT HARMS URGES SHEET METAL 
CONTRACTORS TO COOPERATE WITH 
ADVERTISING CAMPAIGN FOR 
WARM AIR HEATERS. 





The following letter is addressed by President 
George Harms to the members of the National Asso- 
ciation of Sheet Metal Contractors in which he urges 
them to cooperate to the fullest possible extent with 
the national advertising campaign which is now being 
conducted by the National Warm Air Heating and 
Ventilating Association : 

To the Members of the National Association of 
Sheet Metal Contractors: 

You are all aware of the fact that the advertising 
campaign now being conducted by the National Warm 
Air Heating and Ventilating Association is the direct 
result of the work of the Warm Air Heater Commit- 
tee of the National Association of Sheet Metal Con- 
tractors. 

I am very confident that this campaign has already 
been the means of selling many more warm air heat- 
ers, but much more can be done. As this campaign is 
really your work and started by you, through your 
Committee, you are directly interested and should see 
that the National Warm Air Heating and Ventilating 
Association be given every encouragemeni possible 
to make a success of this campaign. 

If every dealer would consider this as his own 
_ business and become a dealer member of the Asso- 
ciation and agree to advertise warm air heaters in his 
own locality, the campaign of the National Warm Air 
Heating and Ventilating Association would be a de- 
cided success. 

As above stated, this is your work and it is up to 
you to make a success of it, and I would therefore 
request that if you have not already joined as a 
dealer member, that you immediately get in touch 
with A. W. Williams, Columbus, Ohio, who is Secre- 
tary of the Association; he will give you full in- 
formation on the entire proposition. The little money 
you may spend on this venture will certainly be re- 
turned to you with big interest. 

Yours truly, 
GEORGE HarMs, 
President National Association of Sheet Metal Con- 
tractors. 
Peoria, September 9, 1916. 





WALTER WIMMER TO BE IMPORTANT 
PERSONAGE AT CONVOCATION OF 
ST. LOUIS SCOTTISH RITE 
MASONS, NOVEMBER 
14 TO 17. 





From Walter Wimmer of the Wrought Iron Range 
Company, St. Louis, formerly president of the St. 
Louis Sheet Metal Consumers’ Protective Association, 
AMERICAN ARTISAN is in receipt of a large, hand- 
somely-prepared booklet with a beautiful cover design, 
announcing the 39th Convocation of the Ancient and 
Accepted Scottish Rite Masons of the Orient of St. 
Louis to be held in that city on November 14th to 
17th inclusive. Mr. Wimmer is the Wise Master of 
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the St. Louis Chapter Rose Croix Number 1 and as 
such will take charge of one of the sessions and other- 
wise play an important part in the Convocation. 





Be 


CANADIAN MANUFACTURERS APPRECIATE 
GOOD WORK ACCOMPLISHED BY | 
NATIONAL WARM AIR HEATING 
AND VENTILATING 
ASSOCIATION. 





The very efficient work which has been done by the 
National Warm Air Heating and Ventilating Asso- 
ciation for the upbuilding and promotion of the warm 
air heater business is being appreciated across the 
border in Canada, as is evidenced by the fact that at 
the recent Annual Meeting of the Association the Mc- 
Clary Manufacturing Company, London, Ontario, 
Canada, made application for membership and was 
accepted. Other Canadian manufacturers of warm 
air heating apparatus and supplies are considering the 
matter of affiliating with the Association and thereby 
contribute their share toward the expenses incurred. 
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BEADED AIR TIGHT DOORS ON THIS WARM 
AIR HEATER. 





An effective method of making air tight doors is 
said to bé embodied in the Economy Warm Air 
Heater, shown here- 
with, by making the 
doors all square and 
flat and using a bead 
around the door 
frames, This con- 
struction, the manu- 
facturers assert, 
increases the al- 
ready high ef- 
ficiency made 
possible by the 
wide grate bars 
almost _ vertical 
firepot, large combustion chamber and ample radi- 
ation surface of the Economy Warm Air Heater. 
The illustration herewith shows the clean-out opening 
at the top with the beaded frame and door which is 
removable; the large square feed door and beaded 
frame with water heater pipe openings and _ slide 
draft; the clinker clean-out and slide, said to be so 
formed that the slide is removable to allow clinkers 
to be taken out from below without disturbing the 
fire; the large ash pit; and the substantial duplex 
grates with the grate supports, which combined with 
the clinker clean-out, are claimed to provide the best 
known facilities for removing both ashes and clinkers. 
Further information regarding construction and de- 
tails of agency plan can be secured from the Kyle 
Manufacturing Company, Lancaster, Ohio. 











Economy Warm Aijir Heater. 


” 


I think it is fully demonstrated, both by scientific 
deduction and practical test, that one of the possibilities 
in heating with hot air is the utilization of a larger 
per cent of the heat contained in the fuel than can be 
secured by any other system.—R. S. Thompson. 














40 








SIMPLE, EFFECTIVE HUMIDIFIER FOR WARM 
AIR HEATERS. 





A certain amount of moisture is essential to health 
and the problem of supplying the requisite moisture to 





Front Rank Warm Air Heater With Humidifier. 


the heated air has in the past presented serious difficul- 
ties to the heating contractor. The need for an ap- 
paratus that would supply the required amount of 
moisture at all times is said to have been fully met 
by the Front Rank Humidifier, which is shown in con- 
nection with the Front Rank Warm Air Heater in the 
illustration herewith. In this device, steam is gen- 
erated and rises to a point above the head of the warm 
air heater where it is discharged so as to mingle with 
the heated air. The advantage this humidifier offers, 
according to the manufacturers, is that when once in- 
stalled it will produce the desired amount of moisture 
and no further attention need be paid to the humidify- 
ing of the air—in other words, the moisture which is 
delivered to the heated air is always supplied in a 
relative proportion to the amount of heat generated. 
Further particulars regarding its construction, in- 
stallation and operation, together with details of the 
Front Rank Line of warm air heaters, can be obtained 
from the Haynes-Langenberg Manufacturing Com- 
pany, St. Louis, Missouri. 
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CHIMNEY FLUE HINTS. 








The chimney flue is the black sheep of the ordinary 
fixer of gas fires, and the following hints will in most 
cases simplify matters: 

Where there is an absence of natural flue draught 
or “pull,” create and induce velocity at the base of 
the chimney. This is easily done by fixing a flue pipe 
to the gas fire and extending up the chimney until 
satisfactory working conditions are accomplished. 

If there is a natural down-draught, prevent access 
of wind pressure at top of chimney. This is to be 
done by reducing size of opening of chimney-pot to 
the diameter of the flue pipe from gas fire, fitting a 
“lid” in the chimney-pot and passing the flue pipe 
through center of same and leaving a length 2 feet 
down the chimney and extending it 2 feet above and 
placing an inverted “cone cap” on top of flue pipe. 
There should be a space of about 4 inches between 
the top of flue pipe and underside of cone cap. 

Always fix a gas fire to work satisfactorily at the 
chimney’s weakest flue draught, and not at its strong- 
est.—London, England, Domestic Engineering. 
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ADVANTAGES OF WARM AIR HEATING 
INTERESTINGLY PRESENTED IN 
NEW BOOKLET. 





Inside facts about the various methods of heating 
the home and the superiority of a properly constructed 
and properly installed warm air heating system in this 
respect are most interestingly presented in 1 68-page 
booklet, “All About Heating,’”’ recently issued by the 
Rock Island Stove Company, Rock Island, Illinois. 
Because of the clear insight it gives into the capabili- 
ties of the warm air, steam and hot water systems ; 
and the valuable information regarding the installa- 
tion and working principles of a modern warm air 
heating apparatus, this booklet will no doubt prove of 
high value to anyone contemplating the purchase of a 
heating plant. In addition to the general knowledge, 
it illustrates and describes at length the points of con- 
struction of the Riverside Pipe and Pipeless Warm 
Air Heaters of the Company. Copies will be sent to 
those addressing the Rock Island Stove Company, 
Rock Island, Illinois. 
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THERMANTIDOTE IS INDIAN APPLIANCE FOR 
VENTILATION AND COOLING OF 
LIVING ROOMS. 








Ever hear of a thermantidote? No! Neither did 
the hotel clerk until a woman guest, who had ordered 
one, explained what it was. A thermantidote, accord- 
ing to the Pittsburgh Dispatch, is an apparatus for 
cooling the air, consisting of a rotating frame fitted 
in a window and incased in wet tattles. 


“It would be so easy to fit them in windows, where 
you have only to attach an electric cord to have them 
go,” said the guest, who is from India. “In India we 
have the trough set in the window and filled with 
water; a simple wheel revolves in the water with 
bunches of sweet grass attached to every spoke. As 
the air passes through the dripping grass, the whole 
house is filled with cool, fragrant air. The air be- 
comes so cold that it is sometimes dangerous, because 
it is damp, as well as chilly, while outside the house 
the glare and heat are unendurable. I feel the heat 
in New York more than I do in India, because here 
you do not guard against it. There we darken the 
house from 10 until 4 and we have thermantidotes in 
the windows and frames of wet grass in the doors. 
The door frames will cool a room, while the window 
apparatus cools an entire house. We also have fans 
and cool, matted floors and high ceilings, and we dress 
according to the climate. J cannot imagine why New 
York does not make itself comfortable in hot weather 
as we do in India.” 





~~ = 
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Don’t blame your credit system for the failure of 
your customers to come in and pay up—remember that 
the system must always be pushed regardless of how 
good it may be. Many merchants have found that 
the only reason credit customers have not paid more 
promptly was because they were not reminded that 
they owed a debt—that may be the trouble in your 
case. 
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PRACTICAL HELPS FOR THE 
TINSMITH 








DETAILS#{,FOR EXPANSION JOINTS FOR 
COPPER GUTTER. 





BY O. W. KOTHE. 

Sheet metal workers who have long stretches of 
copper gutter to erect often find it necessary to put 
expansion joints in the center and make the water 
fall both ways so as to take up the expansion and con- 
traction of the long stretch of copper. If this is not 
done the copper will buckle and crack. This will 


ST. LOUIS SHEET METAL CONTRACTORS 
URGE ATTENDANCE OF ALL THEIR 
APPRENTICES AT TECHNICAL 
COURSE. 


An announcement has just been prepared and sent 
out by the Sheet Metal Contractors’ Association of 
St. Louis, Missouri, in which all apprentices in the 
local sheet metal shops are urged to attend the courses 
in pattern cutting and sheet metal drafting which are 
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Enlarged Section of ExpansionvJoint 


Details for Expansion Joints for Copper Gutter. 


cause continuous repairing, and hence provision must 
be made to avoid this unnecessary work. 

In the sectional view we have a detail with very 
plain roof gutter, and in the plan and front elevation 
we show the expansion joint put in place. End pieces 
are soldered in each end an inch or two from the end, 
and then a good wide slip joint is provided as shown 
in the sketch below to permit the expansion and con- 
traction and still not show an opening. A piece of 
copper is placed over the end pieces so the water 
does not run between but falls to either side of the 
gutter. 

No nails should be put in such a gutter but the 
upper edge should be folded and attached with cleats 
to permit expansion or contraction. [he same method 
can be used on a moulded gutter as well as on a plain, 
by simply shaping the expansion joint to suit the 
moulding. Other expansion joints are also used 


which will be shown later on. 





given at the David Ranken, Jr., School of Mechanical 
Trades in that city. 

The tuition fee is $5.00 per term of twelve weeks, 
two evenings of two hours per week. The first term 
runs from September 25 to December 14, 1916, and 
the second term from January 2 to March 22, 1917. 

The portion of the announcement, which is ad- 


dressed to the apprentices, is as follows: 
To Our Apprentices. 

The attendance and progress of our apprentices the last 
three years was very encouraging and deserving of further 
support. The Faculty of the School and employers observed 
with satisfaction the rapid progress of the students for the 
limited time of their instructions. 

This demonstrates that the majority of our apprentices 
have the ambition and energy to advance themselves, if given 
the proper opportunity. 

The efforts of the employers to provide Technical Train- 


ing for the apprentices in the Sheet Metal Trade is not con- 
fined to our locality alone, but is a national movement brought 
about by the demand for skilled mechanics, that can grasp 
the ideas for new lines of work that are continually entering 
the field of Sheet Metal Work. You must prepare yourself 


to keep pace with these new ideas and improvements in the 
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trade, or you will find yourself deposited on the scrap pile 
with other useless junk. 

The employers are reminded of their responsibility 
to their apprentices and also of the advantages which 
accrue to them by having their apprentices attend 
these courses, in the following: 

To the Employers. 

When you engage an apprentice you agree to teach him 
the trade, whether you say so in words to that effect or not. 
It is your duty to provide the opportunity for the apprentice 
to learn the trade thoroughly before you shift the responsi- 
bility for failure from your shoulders to that of the ap- 
prentice. 

It is to your benefit if the apprentice learns the trade 
rapidly, therefore you should assist him to the best of your 
ability. Make his apprenticeship conditional upon his attend- 
ing the school regularly. Visit the school frequently, thereby 
encouraging both the apprentice and school faculty. 

You should also try to persuade your young journeyman 
to attend the school for the benefit both he and you will de- 
rive from such a course. 

The Apprenticeship Committee of the Association 
is composed of Otto E. Cluss, Chairman; R. E. 
Mackey and F. B. Higgins. 

Mr. Cluss, it will be remembered, is also Chairman 
of the Apprenticeship Committee of the National As- 


sociation of Sheet Metal Contractors. 


2 


INTELLIGENT ADVERTISING EMPHASIZES 
SUPERIORITY OF METAL ROOFS OVER 
OTHER ROOFING MATERIALS. 





That sheet metal roofing is superior to wooden 
shingles, tar, composition and other roofing mate- 
rials is generally conceded because every one is aware 
of the fact that the metal sheet does not possess the 
inflammable properties of the other substances, is 
more easily applied, provides better protection from 


When You Order Roofing 
REMEMBER 


Metal Roofs do not burn 


Thousands of instances show how metal roofs prevent the spread- 
ing of fire and save buildings from destruction. 


I'rom the standpoint of safety against fire and ability to with- 


stand severe weather conditions, METAL ROOFING IS UNEQUAL- 
LED—no other material can compare with it in general serviceability 
and economy. Hence it will be greatly to your advantage to see us 
before ordering that roof. We also specialize on thoroughly, reliable 
repair work on roofs, warm air heaters, ranges, etc, 


CHARLES L. HAHN 


SHEET METAL WORK IN ALL ITS RRANCHES. 
METAD ROOFING AND SPOUTING—RANGES AND HEATERS, 


213 RIDGE AVE., Lehigh Phone. ALLENTOWN. 





Double Column Newspaper Advertisement on Metal Roofing. 


weather conditions, and has a much greater durability. 
Yet the incontestable fact remains that by far the 
greater majority of roofs at the present time are cov- 
ered with these dangerous, inflammable and less serv- 
iceable materials, for the simple reason that the man- 
ufacturers of sheet metal roofing, together with the 
sheet metal contractors, have not made the proper con- 
sistent effort to secure this business which rightfully 
belongs to them. This deplorable condition will no 
doubt continue until these manufacturers and con- 
tractors awaken and resolve to gain roofing contracts 
by impressing upon the builders and architects the 


feasibility and the great economy and service that a 
sheet metal roof affords. 

Several instances of sheet metal contractors who 
are making an intelligent effort ta obtain the roofing 
business in their localities have come to the attention 
of AMERICAN ARTISAN and this publication is glad 
to present herewith a commendable specimen of the 
advertising that has been done toward this end. This 
advertisement was inserted in the Allentown, Penn- 
sylvania, Chronicle and News, by Charles L. Hahn, 
sheet metal contractor at 213 Ridge Avenue, Allen- 
town, and occupied a double column space four inches 
deep. 

The writer of the advertisement emphasizes the im- 
portant fact which builders should take into consid- 
eration before ordering roofing—metal roofs do not 
burn—after which he drives home the evidence that 
thousands of instances show how metal roofs prevent 
the spreading of fire and save buildings from destruc- 
tion. The reader is furthermore impressed with the 
fact that as regards serviceability and economy, metal 
roofing is unequalled—as indeed it is—and the finish- 
ing touch of effectiveness is provided by the admoni- 
tion to the builder to make a further investigation 
before ordering his roof. All in all, this advertise- 
ment evidences a sincere desire on the part of Mr. 
Hahn to secure the contracts for laying metal roofs in 
his locality and it no doubt was productive of resultful 
inquiries because it presented in such an unmistak- 
able fashion the undoubted superiority of the metal 
roof over all other forms of roofing material. 


-o-o___———_- 


TWENTY GAUGE GALVANIZED SHEETS 
URGED AS MINIMUM FOR TANKS. 





The Northwestern Branch of the National Associa- 
tion of Sheet Metal Product Manufacturers, com- 
posed of the manufacturers of sheet metal culverts, 
tanks, cornices, etc., were the guests of the St. Paul 
Roofing, Cornice & Ornament Company, St. Paul, 
Minnesota, on occasion of the first District Meeting 
which was recently held in St. Paul. R. N. Lambert, 
Duluth, stated that conditions in the field of the mem- 
bers were unusually prosperous. The organization 
recommended that no lighter weight than Number 20 
gauge galvanized steel be used as the standard for tanks 
and will urge this for consideration at the meeting 
of the National Association in Chicago in October. 





TRADEMARK FOR SHEET METAL ROOFING. 

The United States Patent Office has granted copy- 

right to the Braden Manufacturing Company, Terre 

Haute, Indiana, for 

MU L TI V the trademark 

= ; 

shown in the ac- 

95.318. companying illustra- 

tion, under number 95,318. The particular descrip- 

tion of goods is sheet metal roofing. The claim was 

filed May 22, 1916, and the Company claims use since 
March 19, 1910. 


~ 
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Some merchants have not yet learned that one of 
the best ways in the world to get more business is to 
tell people that they want it. 





ALLIED SHEET METAL CONTRACTORS OF 
CHICAGO TO MEET TUESDAY, 
SEPTEMBER 19. 


The next regular meeting of the Allied Sheet Metal 
Contractors’ Association of Chicago will take place 
on Tuesday evening, September rgth, at 8:00 P. M., 
in the rooms of the Hardware Club, Cunard Building, 
corner Randolph and Dearborn Streets. All the mem- 
bers are earnestly requested to attend. ° 





F. W. BEACH APPOINTED GENERAL 
MANAGER OF LA SALLE STEEL 
COMPANY. 


F. W. Beach, formerly Sales Manager of the Mas- 
sillon Rolling Mill Company, Massillon, Ohio, has been 
appointed General Manager of the LaSalle Steel Com- 
pany, Chicago. His many friends and business associ- 
ates will, no doubt, join in wishing him the best of 


success in his new capacity. 
2.-e-r 


SCHOOL INSTRUCTION IN BRANCHES OF 
SHEET METAL INDUSTRY GREATLY 
ASSISTS DEVELOPMENT OF 
TRADE. 


As the need for a thorough education of the me- 
chanic in all branches of his work becomes more and 
more apparent, and as the leaders in the trades come 
to a realization of the importance of a school educa- 
tion for the apprentice, supplemental to that of the 
shop, steps are taken to institute in public and private 
schools various courses that will give the coming me- 
chanic the opportunity of acquiring the requisite edu- 
cation for his future work. Without such training, 
the apprentice is handicapped in that he is unable to 
grasp a full conception of the possibilities that his 
work offers—in other words, this lack of instruction 
prevents him from capably performing and appreciat- 
ing his work, and from eventually becoming a master. 

In the sheet metal industry, the efforts of the vari- 
ous associations to promote the trade in this respect 
are concretely evidenced by the formation of classes 
in schools throughout the country for the training of 
sheet metal apprentices. The absolute necessity for 
such courses is emphasized in the article following 
herewith, announcing the day courses for instruction 
in the various branches of the sheet metal industry, 
given at the Philadelphia Trades School. This an- 
nouncement, headed “A Trade Opportunity,” was 
written by Leonard A. Lettinger, an instructor in the 
school, and published in the Monthly Bulletin of the 
Master Tin and Sheet Metal Workers’ Association of 
Philadelphia. 

A Trade Opportunity. 

In these days when efficiency has become a creed in the 
world of industry and finance, when organization 1s recog- 
nized as the fundamental to business success, when proper 
equipment and adequate training are looked upon as absolutely 
necessary for the development of any enterprise, have you 
stopped for a moment to consider what you are doing along 
these lines in order to meet the requirements of modern busi- 
ness? Have you put your house in order? Are all the de- 
partments which make up your establishment tuned up to 
their highest point of efficiency? Are you giving yourself a 


chance to grow, to spread out, by encouraging those in your 
service to grow, to become interested, to become live wires 
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in your business? Are you taking advantage of opportunities? 
Have you ayailed yourself of the service offered you by the 
Philadelphia Trades School to assist you in making better 
workmen and better business men of the apprentices in your 


shop? The Philadelphia Trades School was established by 
the Board of Public Education and is supported by city taxes. 
The school with its entire equipment and able corps of in- 
structors is at your service. The instructors know what is 
necessary for your apprentice to know to succeed. Here is an 
excellent chance to avail yourself of an opportunity, the only 
cost to you being the time off vou allow your apprentices. A 
course of study which has met the approval of every man 
interested in his trade is so followed out that each boy re- 
ceives exactly what he needs. Boys are trained to become 
men-leaders, such as will be a benefit and honor to the trade, 
helping to place the trade in a more respected position. 

The great future and unlimited opportunities of the Sheet 
Metal and allied metal trades demands a higher type of 
mechanic, a well-rounded man, capable of performing” all 
classes of work, a man prepared to become a master. This 
new mechanic cannot be trained in the shop alone. The 
nature of modern business is such that time cannot be well- 
afforded in training apprentices except for the demands of 
the minute. There must be outside training and direction. 
To meet this necessity the Sheet Metal Masters’ Association 
has called upon the Philadelphia Trades School to give this 
supplemental training; and this is in the line of sound business 
economy. This school has conducted day classes for the 
training of sheet metal apprentices the past two years. The 
work has been a success, judging from the shop records of 
the boys, and there are many employers who now see the 
wisdom of day trade school education. The time spent by 
their apprentices at the school is considered an asset and not 
a liability. 

The course of instruction deals with the various branches 
of the sheet metal industry, such as heating, ventilating, roof- 
ing, sheet metal work, skylights, architectural and ornamental 
sheet metal work. In addition to this specific training, courses 
in trade mathematics, science, business English, and business 
organization and ethics, are given. 

In order to facilitate instruction and increase the general 
efficiency of the school, the apprentices attending the Phila- 
delphia Trades School will be graded according to their abil- 
ity. This grading will be obtained through consultation 
with employers and previous attendance at the school. Em- 
ployers will be asked to co-operate with the school authorities 
in maintaining a high degree of proficiency in trade work, 
punctual and regular attendance according to a schedule 
agreed upon, and rigid compliance with the rules and regula- 
tions of the school. Employers who send apprentices to the 
schoo! will be expected to visit the school at least once in a 
term, and to take a personal interest in their boys, note their 
improvement, and advance them according to their merit. The 
heartiest co-operation is solicited, for by this means alone can 
the work of the school be made most beneficial to the trade in 
general. 

All inquiries regarding the opening of the school in the 
Fall will be cheerfully answered by the Publicity Committee 
on Trade Education: L. A. Lettinger, Chairman, Twelfth 
and Locust Streets; M. J. Lenihan, 134 North 52d Street; 
B. F. John, 1003 Race Street; Charles Schlow, 3222 Ridge 
Avenue; Joseph L. Tomlinson, 4806 North Camac Street. 

neta 


WRITE FOR THIS BOOKON METAL CEILINGS. 








In catalog number 16 of the James H. Watson Com- 
pany, a large number of handsome designs of their 
metal ceiling and sidewalls are shown by excellent il- 
lustrations. A very interesting portion of the catalog 
contains information on methods for measuring, figur- 
ing quantities and prices, together with directions for 
erecting. Dealers and sheet metal contractors may 
secure a copy of this catalog by writing to the James 
H. Watson Company, Bradley, Illinois. 


AMERICAN ARTISAN WANT ADS_ BRING 
RESULTS. 


To AMERICAN ARTISAN: 

We have secured a tinner as the result of our want 
ad in your paper for which we wish to thank you very 
much. 

Yours truly, 
WalIBeL HARDWARE COMPANY. 

Huron, South Dakota, September 9, 1916. 
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STEEL CEILINGS USED EXTENSIVELY FOR 


INTERIORS OF ALL KINDS. 





Statistics recently compiled show that building 
activities were never better than they are at the pres- 
ent time. These figures indicate quite plainly that 
considerable business is in view, not only for builders 
and contractors, but also for dealers selling building 
materials. Hence a great avenue of sales is opened 
up to the dealer in metal ceilings for homes, offices, 
stores and other establishments. Berger’s Classik 
Steel Ceilings, for instance, are said to offer this op- 
portunity because they are used extensively for inte- 
riors of every kind, their beauty, safety, durability, 
sanitation and reasonable cost combining to give last- 
ing satisfaction to every customer. These ceilings, 
according to the manufacturers, are perfectly con- 
structed and quickly and easily applied, so that they 
offer good sales and profits to progressive dealers. 
Full particulars of the numerous, handsome designs 
of Berger’s Classik Steel Ceilings, together with a 
copy of Catalog DAA can be secured from the Berger 
Manufacturing Company, Canton, Ohio. 


” 
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THE WORTHLESS CHECK NUISANCE. 








Your money is not in bank just because you have 
deposited one or more properly endorsed checks. The 
bank has a right to send and get it first, as a matter 
of self-protection, although the cashier may, knowing 
you to be responsible, loan or advance currency on 
such as they come in. 

If an occasional check comes back marked 
funds,” you are better off than when you are obliged 
to make good for one stamped “not sufficient funds,” 
as, according to the law in most states, you cannot 
proceed criminally against a defaulting debtor if he 
has any balance, however small, in the bank. You 
have only the alternatives, when you are “stung” with 
a “not sufficient funds” check, to either persuade the 
amount out of your debtor or else begin civil suit. 


“é 


no 


In many cases where checks are drawn and given 
out in excess of balance to credit there is no deliberate 
intention of fraud. There are many fairly decent men 
who habitually take chances of getting in money in 
time to cover amounts checked out, and another lot 
who are too careless or ignorant of banking usage to 
keep track of their balances. Such men never get far 
along the business road to success ; but while they last, 
they do make a lot of needless trouble for those who 
are foolish enough to trust them. The present tend- 
ency of law-making related to the sanctity of checks 
is to provide some sufficiently adequate punishment 
for the worthless check writer and some such legisla- 
tion is badly needed in order to get rid of a common 
business nuisance. 





NOTES AND QUERIES. 


Address of Double Truss Cornice Brake Company. 
From Ferdinand Christensen, Minden, Nebraska. 


Kindly advise where the Doub!~ Truss Cornice 
Brake Company is located. 
Ans.— Buffalo, New Yerk. 
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Ellis Adjustable Wrench. 
From the Biddle Purchasing Company, 208 South LaSalle 
Street, Chicago. 
Please tell us who makes the “Ellis’’ adjustable 


wrench. 
Ans.—Offset Handle Wrench Company, Holland, 
Michigan. 


Repairs for Doylair Warm Air Heater. 
From E, Valkenaar, 4022 North Keeler Avenue, Chicago. 


Will you kindly advise where I can secure repairs 
for the “Doylair” warm air heater? 

Ans.—Northwestern Stove Repair Company, 654 
West Twelfth Street, Chicago. 


Prepared Roofing. 
From Pansch Brothers, Racine, Wisconsin. 


Can you tell us who makes prepared roofing in rolls 
and shingles? 

Ans.—Barrett Company, 10 South LaSalle Street ; 
Elaborated Ready Roofing Company, 6 North Clark 
Street; and Patent Vulcanite Roofing Company, West 
49th Street and Oakley Avenue; aii of Chicago. 

Spring Steel. 
From The Everrite Company, Sheffield, Iowa. 

Please tell us where we can obtain spring steel in 
ten feet lengths, 5/16” by 1/16”, 1” by 1/16”, and 
iy” round. 

Ans.—Crucible Steel Company, 654 West Washing- 
ton Street; and Steel Sales Corporation, Jefferson and 
Adams Streets; both of Chicago. 

Books on Pattern Making. 
From a Reader in Wymore, Nebraska. 

Will you please tell me whether there is a book on 
pattern making and where it can be obtained? 

Ans.—“Practical Pattern Making” by F. W. Bar- 
rows, price $2.00; “The New Metal Worker Pattern 
300k” by George W. Kittredge, bound in cloth, con- 
tains 438 pages, 744 illustrations, price $5.00; and “A 
Practical Course in Mechanical Drawing” by William 
Willard, bound in cloth and containing 160 pages with 
157 illustrations, price 50 cents, can all be obtained 
from Daniel Stern, 910 South Michigan Boulevard, 
Chicago. 


Alacazar Stove. 
From The D. Moore Company, Limited, Hamilton, On- 
tario, Canada. 


Kindly tell us who makes the “‘Alacazar” stove. 
Ans.—A. J. Lindemann, Hoverson Company, Mil- 


waukee, Wisconsin. 
Automatic Humidifier. 
From The Rudy Furnace Company, Dowagiac, Michigan. 


Who makes an automatic humidifier? 
Ans.—Haynes-Langenberg Manufacturing Com- 
pany, St. Louis, Missouri. 





—_—_-—-- 9 


ITEMS. 





The Canton Sheet Steel Company, Canton, Ohio. 
has taken out a permit for the erection of a $70,000 
addition to its plant. 

The Metal Specialties Manufacturing Company, 735 
West Monroe Street, Chicago, will build a four story 
factory, 100x160 feet, costing $90,000. 

Ernest E. Zideck and B. M. Wrotnowski have gone 
into business as the Bron Arno Company, Deadwood, 
South Dakota, to do sheet metal and warm air heating 
work. Catalogs are desired from supply houses anc 
manufacturers. 
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1,196,753. Corner Bead or Strip. 
Alms, Uniontown, Pa. Filed July 3, 1915. 

1,196,772. Vise. John W. Gaede, Cleveland, Ohio. 
Dec. 13, 1913. 

1,196,784. Funnel. 
Filed Feb. 18, 1913. 

1,196,833. Jar-Lifter. William G. Zimmerman, Harris- 
burg, Pa. Filed June 5, 1914. 

1,196,866. Heat-Distributer. 
view, Tex. Filed ,March 22, 1915. 

1,196,945. Hinge. George W. Haden, Detroit, Mich. Filed 
July 8, 1916. 

1,196,973. Baffle for Gas-Heaters. 
Chicago, Ill. Filed April 11, 1916. 

1,196,990. Laundry-Iron. Milton H. Shoenberg, San 
Francisco, Cal., assignor, by mesne assignments, to The Cut- 
ler-Hammer Mfg. Co., Milwaukee, Wis. Filed June 5, 1907. 

1,197,000. Clothes-Pin. Herbert E. Williamson, San 
Francisco, Cal. Filed Nov. 19, 1913. 

1,197,003. Hand-Rake. Daniel Anderson, McIntosh, Minn. 
Filed April 10, 1916. 

1,197,087. Wire-Stretcher. 
Kan. Filed May 19, 1916. 

1,197,091. Utensil-Lifter. Durward M. Allen and George 
L. Raymond, Binghamton, N. Y. Filed June 3, 1915. 

1,197,105. Razor-Stropper. Elisha W. Cole, Charlotte, 
N. C. Filed Dec. 10, 1912. 

1,197,136. Metal-Working Tool. Fred P. Lovejoy, Spring- 
field, Vt. Filed April 15, 1916. 

1,197,138. Insulated Tool. William V. B. Marquette, 
Yonkers, N. Y. Filed March 17, 1916. 


Charles Sylvanus 


Filed 


Zadie E. Jasper, Napanoch, N. Y. 


Charles A, Jueschke, Plain- 


Truman G. Palmer, 


Horace T. Wheeler, Gridley, 


1,197,139. Device for Hanging Pictures. Mignon W. 
Mastin, Grand View, Tex. Filed April 1, 1916. 
1,197,201. Door-Latch. Archibald B. Gruber, San Ber- 


nardino, Cal. Filed Jan. 7, 1916. ‘ 
1,197,219. Sash-Lock. Otis L. Mallory, Beardstown, III. 
Filed Sept. 17, 1914. 
1,197,228. Window-Sash Lock. Charles A. Nelson, Chi- 
’ cago, Ill., assignor to C. A. Nelson Co., Chicago, Ill. Filed 
Oct. 7, 1915. 
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1,197,241. Combination-Tool. 
ings, Fla. Filed Jan. 24, 1916. : 

1,197,249. Attachment for Washboilers. Julius J. Zie- 
lenske, Chicago, Ill. Filed May 11, 1916. 

1,197,252. Broom-Support. Jobby Belpedio, Bridgeport, 
Conn. Filed Feb. 4, 1916. 

1,197,325. Washing-Machine. Andrew G. Zimmerman, 
Plymouth, Wis., assignor of one-half to Hugo F. Reinhold, 
Plymouth, Wis. Filed Dec. 6, 1915. 


James M. Spencer, Hast- 


1,197,334. Fish-Lure. George W. Blackburn, Sarasota, 
Fla. Filed Aug. 18, 1915. 


1,197,364. Safety-Razor. Franz A. Fuller, Newark, N. J. 
Filed Dec. 29, 1913. 
1,197,404. Fence-Post. Mahlon E. Simpson and Frank 


W. Newton, Minneapolis, and Louis F. Newton, St. Paul, 


Minn. Filed Oct. 27, 1913. 

1,197,416. Stovepipe-Fastener. Jacob E. Weisel, Shelby, 
Ohio. Filed March 4, 1916. 

1,197,420. Hinge. Frank H. Wizorek, Ionia, Mich. Filed 
Feb. 7, 1916. 

1,197,447. Colander. Martha E. Covert, Deertrail, Colo. 
Filed July 12, 1915. 

1,197,451. Cork-Extractor. Albert E. Curl, Collierville, 
Tenn. Filed May 18, 1915. 

1,197,464. Tea-Kettle James W. Dundas, Detroit, Mich. 
Filed Sept. 4, 1915 

1,197,478. Mail-Box. William E. Glover, Shenandoah, 


Iowa, assignor of one-half to Joseph F. Miller, Shenandoah, 
Iowa. Filed Aug. 10, 1915. 

1,197,485. Lightning-Arrester. 
Norristown, Pa. Filed June 13, 1916. 

1,197,486. Draft-Regulator for Stoves. 
Trenton, N. J. Filed Mar. 17, 1916. 

1,197,501. Combination Laundry-Table. 
fourcade, New York, N. Y. Filed Nov. 27, 1915. 

1,197,531. Ice-Cream Spoon. Rasmus Nielsen, Troy, N. 
Y. Filed Sept. 25, 1911. 

1,197,560. Garbage-Can-Cover-Fastening Device. George 
E. Smith, Erie, Pa. Filed Aug. 4, 1915. 


Walter John Heinritz, 
Clement V. Hill, 


Auguste La- 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 












LARGE VOLUME OF BUSINESS WITH STRONG 
PRICES FEATURES METAL MARKET. 





The metal market during the past week has been 
featured by greater activity on the part of manufac- 
turers in the steel trade and by a large volume of busi- 
ness in pig iron and the non-ferrous metals. Prices 
are strong, and for some of the non-ferrous metals 
and minor steel products have tended higher. Buy- 
ing for munition plants here and abroad has about 
been closed and the pending tonnage from this source 
is no longer a factor in the market. The Steel Cor- 
poration’s statement of unfilled orders registered the 
first increase in three months and rounded out a week 
that was marked by a series of cheerful developments. 

The placing of contracts for shapes for new indus- 
trial plants and additions is more active, and another 
very interesting feature of the market at the present 
time is the unusual use being made of croppings and 
discards resulting largely from the manufacture of 
shell steel. The pig iron market also continues to de- 
velop strength, and prices in most centers have been 
advanced, although those in Chicago have sagged. 





STEEL. 

The Chicago market on steel bars remains unchanged 
at 2.79 cents, Chicago mill, with most large producers 
sold practically through the first half of next year. 
The surprising thing about the bar situation which 
applies also to shapes and plates is the fact that con- 
sumers are buying tonnages at the present high price 
on irrevocable contracts for delivery at convenience 
of mill, with no promise as to time. Those buying 
under these conditions understand that in all prob- 
ability this material, which must be specified during the 
first half, will not be delivered before the latter part of 
the second quarter and probably not until the third 
quarter of 1917. The demand for structural material 
is increasing and railroads are finding difficulty in ob- 
taining the steel they want for the first half of next 
year. Some projects which have been held up on ac- 
count of high prices are now coming to the front, since 
there seems to be no likelihood of prices decreasing. 
Contracts let in the West during the past week are 
more numerous than usual, with prices remaining 
steady at 2.79 cents Chicago mill. Steel plates continue 
to be the strongest item in the Chicago finished steel 
market and additional tonnages are being asked for 
practically every line into which this product enters. 
Business is now being booked on a basis of 3.19 cents, 
Chicago mill, but mills which have not contracted 
far ahead are obtaining 4 cents Chicago and better 
for prompt delivery material. 





COPPER. 
The buying of copper in large volume for domestic 
and foreign consumption continues unabated, and it is 





said that domestic and foreign consumers will take all 
the increased 1917 copper production at 27 cents a 
pound and higher. Large dealers and sellers generally 
are sanguine from the outlook, agreeing that all copper 
available for this year’s delivery soon will be eliminated 
from the market. About the only business obtainable 
is December for which 27% cents has been asked by 
selling agencies. Second hands are supposed to be 
offering December at 2634 to 27 cents, but question- 
able if they can deliver any considerable tonnage at 
this price. Casting copper is also turning upward, the 
high prices of Electrolytic forcing many consumers to 
substitute casting for Electrolytic. The base price on 
sheet copper remains at 3734 cents. Exports of cop- 
per for the first ten days of the month as reported 
by the New York Custom House amounted to 10,472 
tons. 
TIN. 

The tin market during the past week has been rather 
dull, and although some inquiries have been made for 
spot and future deliveries, but little actual business 
has developed. Most of the consumers who have their 
spot requirements well covered and many who have 
not covered are apathetic in view of the receding ten- 
dency of the market. Sellers on the other hand are 
not particularly enthusiastic about forcing the spot 
sales, preferring to wait until higher levels are estab- 
lished. The interest in futures has been displayed 
chiefly by speculators. The market is quoted at Spot, 
3844 to 383% cents; September 38% to 38% cents. 
Chicago warehouse prices have been reduced % cent, 
the new quotations being 43 cents for pig tin and 44 
cents for bar tin. 





LEAD. 

During the past week, the demand for lead has been 
of much better volume, both domestic and foreign con- 
sumers taking good tonnages. For what little spot 
metal there is available, 634 cents is apparently the 
bottom price. Although the leading interest continues 
to quote $6.50 New York and $6.42% St. Louis, it is 
known to be turning away business offered at this level. 
An advance in the asking price is expected in some 
quarters within the near future. Most of the inde- 
pendents are asking higher prices and the outside 
market is holding at 6.60 to 6.62% cents St. Louis and 
6.75 to 6.80 cents New York. Quotations of Chicago 
warehouses have been raised 15 cents, the new quota- 
tions being $7.35 for American pig and $7.85 for bar 
per hundred pounds. 

SOLDER. 

Chicago warehouse prices on solder remain thie 
same as quoted by AMERICAN ARTISAN September 
oth as follows: XXX Guaranteed, % « %4, 25% 


ee a. et 














cents; Commercial '% & %, 23% certs; Number I 
Plumbers’, 214 cents. 
SHEETS. 

In the Chicago market a firmer condition is seen in 
the market for steel sheets. Mills report an improve- 
ment in the demand for light black sheets while the 
steady and consistent demand for blue annealed sheets 
continues unabated. One of the leading sellers has 
already advanced his price on 28 gauge black sheets to 
3.25 cents, prompt and nearby delivery, and although 
other makers have not as yet raised their prices, they 
signify their intention of doing so in the not far dis- 
tant future. The demand for light black sheets con- 
tinues slow and neglected and galvanized sheets are 
improving. Warehouse prices for prompt shipment 
are: Blue annealed, 3.40 cents and galvanized sheets, 
4.75 cents. In the Pittsburgh market, prices of steel 
sheet products continue to firm up, although minimum 
quotations have not disappeared. Black sheets are 
commanding from 2.90 to 3 cents and blue annealed 
sheets are also ranging from 2.90 to 3 cents. Some 
demand exists for galvanized sheets for export, but 
sales to foreign consumers are not large. 


TIN PLATE. 

Although manufacturers of tin plate in the Pitts- 
burgh district have been approached by numerous con- 
sumers anxious to obtain material for shipment next 
season, and considerable tonnage has been reserved, 
no formal prices for 1917 delivery having been made. 
Mill managers declare that contracts calling for deliv- 
ery beyond July rst, next, will not be accepted. Most 
people in close touch with the situation believe that 
tin plate will command not less than 5.50 cents base 
for 1917 delivery. 

OLD METALS. 

The scrap iron and steel market in Chicago evi- 
denced better conditions, the result of buying by deal- 
ers rather than by consumers. Quotations are advanc- 
ing gradually and are now at a fair level which deal- 
ers believe will be exceeded during the Autumn. 
_ Wholesale dealers report quotations as follows: Old 
steel axles, $26.50 to $27.00; old iron axles, $24.50 
to $25.50; steel springs, $14.50 te $15.00; Number 1 
wrought iron, $15.75 to 16.00; Number 1 cast iron, 
$11.75 to $12.00 for net tons. Prices for non-ferrous 
metals are as follows per pound: Light copper, 20 
cents; light brass, 11 cents; lead, 534 cents; zinc 
scrap, 6% cents ; aluminum, 32% cents. 





PRICES ADVANCED ON IRON AND WOOD 
BOTTOM PLANES. 
Manufacturers of iron and wood bottom planes have 
announced an advance of approximately 10 percent, 
the new prices going into effect on September oth. 


SPELTER. 

The spelter market during the past week has taken 
on much strength and considerable business has been 
reported, which involved principally Prime Western 
for shipment over the last quarter of this year and the 
first quarter of next year. - During the week brass 
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special has also been in much better demand, this buy- 
ing being done mostly by second hands. General ad- 
vances of from one-fourth of a cent upward have been 
established on all deliveries, and Prime Western 
spelter is now quoted as follows: Prompt and 
September, 9 to 9% cents ; last quarter, 834 to 9 cents; 
and first quarter, 85g to 834 cents. Brass special has 
also been advanced and is now quoted at 934 to 9% 
cents. Chicago warehouses have advanced their quo- 
tation on spelter in slabs '% cent a pound, the new 
quotation being 10 cents. Sheet zinc remains at $18.00 
for cask lots and $18.50 to $19.00 in less than cask 
lots. 


PIG IRON. 

The pig iron market continues to develop strength. 
This is especially noted in basic, on which prices have 
been advanced in the Central West and also in Eastern 
Pennsylvania. In the Chicago district, there has been 
increased buying of various grades, and a decided buy- 
ing movement, involving sales for first half delivery, 
is now in progress. This activity has brought out a 
lower range of quotations for Northern Iron after 
prices had held nominally at a steady level for several 
months in the absence of decided competition from 
other producing centers. During the middle of the 
year, foundry iron was firm at $19.00 and malleable at 
$19.50, Chicago furnace, and efforts to bring a lower 
level were resisted. At present, however, quotations 
are 50 cents per ton lower, the malleable situation hav- 
ing been weakened by the competition of charcoal iron, 
and the foundry by Southern prices. Northern iron of 
analysis akin to Southern has been sold as low as 
$17.50 furnace in competition with the Southern iron. 
A number of live inquiries for large tonnages is in the 
market, and the volume of actual business done is 
daily increasing. Sales of lots ranging up to 1,000 
tons are common and some are going as high as 2,000 
to 3,000. Southern prices have firmed up somewhat 
from the situation that existed a few weeks ago and 
for delivery this year the range appears to be $14.00 
to $14.50 Birmingham, 

Rogers, Brown & Company’s Market Report, Cin- 
cinnati, Ohio, September 16, 1916: 


Interest centers this week in the Foundrymen’s Conven- 
tion in session at Cleveland, where buyers and sellers are 
meeting on neutral ground. The opportunity afforded for 
interchange of ideas and discussion of conditions can hardly 
result in other than distinct encouragement to all participants. 

Each passing week seems to add strength to the situation 
from the viewpoint of the producer of pig iron, and if we 
are to judge from indications now in sight it would hardly 
seem possible for anything to interfere with existing condi- 
tions reaching well through the coming year. All classes of 
melters are specifying full tonnages against existing con- 
tracts and new orders for considerable tonnages have been 
placed, especially in the Central West, with the East now 
beginning to contribute freely to this very marked buying 
movement. Both inquiries and orders for iron for export 
continue a feature of the market and demands from this 
source promise further expansion. While there has been no 
general advance in prices, there has been a distinct stiffening 
in all directions. The soft spots have disappeared and have 
been replaced by advanced figures by those finding their order 
books well filled through the first half of the coming year. 

The expected easing off of coke prices, following the set- 
tlement of the proposed railroad strike, failed to materialize 
and the markets on both furnace and foundry coke is firm at 
recently ruling figures. The prospects are that the usual fall 
car shortage will develop, which will work its accustomed 
hardship on coke producers and consumers and quite likely 
cause a stiffening of prices. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected Paso 





METALS. 

PIG IRON. 
Northern Fdy., No. 1.......... $18 50 
Northern Fdy., No. 2.......++- 18 
Northern Fdy., No. 3.......++. 17 50 
Southern Fdy., No. 1.......... 18 50 
Southern Fdy., No. 2.........++ 18 00 
Southern Fdy., No. 3.........+ 17 75 
Lake Sup. Charcoal........... 20 75 
DE Clubcuswnkseuene ses 18 25 


FIRST QUALITY BRIGHT 
TIN PLATES. 








Per Box 
Ic DEEbS éhesbenscesesan $8 75 
Serer. 9 70 
(xX Ser 10 75 
ED babe a Seubiew bee's ll 6 
x > ssubecsdebeves 12 4 
| SSE 17 50 
[x itsiocbseeekse53 19 80 
DD ctinsegiions ten 21 = 
PEED SSS cSny 805000 a0 23 2 
IXXXX DE vikctcsbeasesed 24 9 
COKE PLATES. / 
Cokes, 180 !bs....... 20x28 me 60 
Cokes, 200 Ibs 20x28 
Cokes, 216 Ibs. . . IC 20x28 3 10| 
Cokes, 270 lbs....... IX 20x28 14 95 | 
BLUE ANNEALED SHEETS. | 
Sy SSR per 100 Ibs. $3 25 | 
ONT eee per 100 lbs. 3 30} 
OS See per 100 lbs. 3 35 | 
DG Micccnsecovane per 100 lbs. 3 45 | 
ONE PASS COLD ROLLED BLACK 
8 aa 100 Ibs. ss is 
Oe as oor 100 Ibs. 
is rccuvnecawe per 100 Ibs. 3 38 | 
Sl : Saas per 100 Ibs. 3 30) 
OT err per 100lbs. 3 35 | 
} 
GALVANIZED 
et eee per 100 lbs. $4 10) 
SS ee per 100lbs. 4 2 
Se eS | per100lbs. 4 40| 
OS eae per 100lbs. 4 55) 
oS Saas per 100lbs. 4 /0} 
Sy ee per100lbs. 4 85 
NS er re per 100lbs. 5 25 


FOLISHED SHEET STEEL. 


Ter per 100 Ibs.$4 65 
OS) ree per 100lbs. 4 75 
Eee per 100lbs. 4 85 
eS e per 100 lbs. 4 95 


SMOOTH SHEET STEEL. 


Per 100 Ibs. 

Wood" s Smooth Pe os veneers be 90 
No. 22-24 . . 395 

us oe No. 25-26 ...... 4 00 

eS ° SS) ar 4 05 
“3 - ee 415 | 


PATENT PLANISHED SHEET, 
IRON. 


Patent Planished Sheet Iron, 
100lbs 


PATENT PLANISHED SHEET 





STEEL. 
Dickey Planished Sheet Steel...... 84c 
SOLDER. 
XXX Guaranteed 4&4..perlb. 254c) 
Commercial 4 & 4....... 234c 
No. 1 Plumbers... ..... - 21%$c} 
SPELTER 
RE ciciccveeteiiensstass lic 
SHEET ZINC 
ONG i cis 65 9.05h0 seb owes $18 00| 
Less than Cask lots. .$18 50 to $19 00) 
COPPER. 
‘Copper sheet, base....... cooe 03740 


. LEAD. ; 
American Pig...0<cccovsscccecsstt 30 
DM. si kcnsawatetseseneene’ 5 7 85 | 
National (White) brands (in less 
than 100 th. lots), per Ib........1le 





Sheet. 
Pull codls, ...0c0¢ per 100 lbs. $8 50 | 
Cat coila.....00- per100lbs. 8 75 | 
ALUMINUM 
Carload lots. 
Be. 1 1 Pure Ingot..... per lb. $0 . 
TIN. 
SEP Peers per Ib $0 43 
OE SRS bibenesseadeus 44 
Ship. 
HARDWARE Ford’s, with or without screw. . .50% 
Snell’s “ 40- % 
ADZES. 
Carpenters’. AWLS. 
PUMRc us cssvsvssowenecsseelte (=e 
Coopers’. | No.3 Handled....... per | doz. $0 45 
Barton's “15 No. 1050 Handled.. 95 
I ee is% Shouldered, assorted 1 to 4, 
R iL Pee Re ewe tere ee eee Ms Coihis bb O''s'n ss AG 2 per gro. 3 60 
ai eee, 35%, Patent asst’d,lto4.. ‘ 60 | 
eee eeeseeeeeeseseeeee 0 
AMMUNITION. 
Caps, Percussion—per 1,000. H ceaaie Ad - 
RD ae 
e L., igo wanes on : rn t, : 1- seco eras: = re ve 298 90 | 
Munket i conbarssbesaneeueaass 75 | 
Shells, Loaded— 
Loaded with Black Powder...... 7% k ‘Shouldered ttt eeeeees Sa 
Loaded with Smokeless Powder, iwedbecwselw sy 65 | 
medium grades........... 15&5% | 
Lasiet with Smokeless Powder, 
UMS 555555555 0o0%50 30% | ‘Scratch, 
eiiatene | > (ee ‘c4 gor doz. H 4 
: socket han’ld. nig 5 | 
Smokeless Repeater Grade... 15&5 ¥ i “ 
Smokeless Leader Grade....... 30%, | Ne. eer cet = 
SEE + 0 be ecedcesecnes 7% | 
|U. M.C, AXES. 
Nitro Club..... ieaGhns wee 1585% | | yy: s Handled. 
SER ippincott, 3 fb...... per doz. $6 00 
New Clib...sssssecsecescoeese39% | Marshall Falls City... «$00 | 
Es 6 s064545550% = 6 50 | 
| Brood. 
Gun Wads—per 1000 
Winchester 7-8 gauge......... $2 05) Plumbs, West, * any ee ee st 
9-10 gauge........ 1 80) veel OE” Oi ° 
i 11-28 gauge....... 1 50) 
Powder. Each. | 
DuPont’ & Sporting, vege eeee $10 25 | 
Beco § 40} 
” 2 ieee cia ae 
DuPont's Canisters, +4 ee 46 | 
Ae: 26 | 
- Smokeless drums... 26 10) 
= m7 a: 13 +4 
ri “4 ofr: | 5 40 
3 45 


= ¢ a: 60 


L. &R. Orange, Extra Sporting 


Mhechae sh eaeu se eedO $10 25 

L&R. range, Extra Sporting 
SE ee ey ae 5 40 

L.&R. ‘Orange, Extra Sporting 
[pine ue a oe cinta oe 2 85 





L.&R. anon Extra Sporting 


it, canisters. ........5.. 45 
L. & R. Orange, Extra Sporting 
4-lb. canisters......... 26 | 


| Le & R. Orange, Extra — 
“lb. canisters...:...... 





canister oa ain is oa bea ee 1 25 
| Shesaaies Shetitinhone Rifle, | 
SN his Gs beasa 1-25 '} 
Hercules Sharpshooter Rifle, 
Re re 1 25 


| Hercules Unique Rifle, canisters 1 £0 | 
| Hercules Bullseye Revolver, 


CRED. 5 ok Nodbedcce se 1 00 | 
ot. 
Drop shot, sizes smaller than 
B 25-tb. bags, per bag.......$2 70) 
Drop shot, B and larger sizes, 
B — bags, w beg eer aes 2 95 
uck sho ags, ag 295) 
Chilled shot, 25-tb. bags," ¥ 3 25 
—_ nS. 
Trenton, 70 to 80 lbs...... c per Ib 
Trenton, 81 te 150 ibe Cap aien 4 per lb 
ASBESTOS. 


Board and Paper......... $3 00 Cwt 


AUGERS. 
Boring Machine......++++++00+0+ 70% 
RR are 50 

REO UNE. owsscns cbe0d0000 70% 
Hollow. 

Bonney’s—list $30.00...... 75 4 aed 

ON Se rye rire 
Post Hole 

Digwell, 8-inch.:..... r doz.12 50 


Iwan’s Post Hole and Well... 40% 
Vaughan’s, 4 to 9-in...per doz. 8 00 


a Firemen’s ey 
Plumbs, Miners’ handieny o “ 00 


| Single Bitted (handled). 


Warren Silver Steel.......... $10 50 | 
Warren Blue Finished........ 10 50 
Rough Riders. 2.2.00 ccccccces 9 00 


Perfect Pemiet, Forest Clipper 8 50 


Single Bitted (without handles). 


Warren Silver Steel......... £9 00 
Warren Blue Finished....... 8 00 
TE TESEO sooo ck ccceeees 7 00 


Double Bitted (without handles). 
Blood’s Champion, 34 t&%4} Ib . 
Rubee CR ss edoh ot per doz. 12 50 
Flint Bdge........+. “3 11 50 
Perfect Premier...... + 12 50 
The above prices on axes of 3 to 4 lbs. 
are the base prices. 
34 to 44 lbs. advance 25c. 
4 to5 lbs. advance 50c. 
44 to 54 lbs. advance 75c. 


BAGS, PAPER NAIL. ° 


Pounds..... 
Per 1,000. 


BALANCES, SPRING. 


ERRORS 3s da'Fe a sabe sawn seee'ses 20% | 


BARS, CROW. 


| Pinch or Wedge Point, per cwt.. $4 00 


BASKETS. 

Clothes. 
Small Willow........ per doz. 10 00 | 
Medium “. .....00- ih 11 00 
ee, -O Sisiseue ” 13 00 

Galvanized Iron. 4 bu. 1 bu. 14 bu | 
Per doz.......- $5 50 800 11 00 


16 20 | 
"$250 375 450 5°00, 


BEATERS. 


| Carpet. Per doz. 


No. 13 ae wey Spring Wire...$ 0 90 


No. 11 Spring Wire cop red. | 30 
No. 10 Preston....... as ae 90 
Egg. Per doz. 
7 50 Imp. ee $ 0 75 
bed “*  tinned.. 90 
No. eg * hotel.. 1 50 
No. 10 Heavy hotel tinned. 2 10 
No. 13 - ooo 
ne. 15.2 =¥ eee ae 
ma “0 7 See Ee 
BELLOWS. 
SE ecb ee edebevewsasvnd 65% 
Hand. 
eres Se ee doz? 7 
PRE eo bs Serea ew — 9 4 
Moulders’. 
ee oe ee - 12 60 
BELLS. 
Call. 
3-inch Nickeled Rotary Bell, 
Bronzed base...... per doz. $5 00 
| Cow. 
er eee 60% 
en errr rer 65&10% 
| Door. Per doz. 
| New Departure Automatic... $6 50 
| Rotary. 
3 -in. Old Copper Bell....... 4 00 
3 -in. Old Copper Bell, fancy. 6 00 
3 -in. Nickeled Steel Bell. 4 50 
34-in. Nickeled Steel Bell. 5 00 
Hand. 
| Hand Bells, polished....... 40&10 
eo eee ion 
| Nickel Plated, 5... oe 50. 30% 
co OS Pee eee ee 40&334% 
PINS ob Scopccccceces 334% 
| Miscellaneous. 
Church and School, steel alloy... .50% 
| Ibs... 40 50 75 100 
| Each ir “$1 90 240 355 475 
BEVELS, TEE 
Rtaniey’ s, rosewood handle, new 
SG Ri Ce bis §.9 Walesa 04 Nets 
‘Stanley’ s iron handle............ Nets 
BINDING, OILCLOTH 
AS eee eee 70% 
MM caine cictatesadeaennes 608% 
raes, plated........cccceceeees 75% 
BITS. 
Auger. 
Extra Double Spur. Toner 
Ford’s Car and Machine. 40&10 iy 
Pord’s Ship... .c.ccccccccsceces 50 iy 
OL Se reer err rere 50 
Russell Jenning’s.\....-.-.. 308:10% 
Clark's Ex ansiv: PETES eee see 
Steer’s Small list, = = 29 
“ Large $26 = 


3 
S228 





TOADS osc baciscepsocceseet 
< Fee Aaereeele vic on 
ee ee ee eee 15% 
Countersink. 
No. B Wheeler’ 8.. sted doz. $1 80 
—. : tf 
Asmerican Sagi’ a 1 30 
“3 s ee “ 1 = 
oa 
Dowell. 
| Russell Jennings......... .308&10% 
Gimlet. 
Standard Double Cut.....----; 40% 
German Pattern..... per doz. $0 és 
rr # 80 
SOND 6 3 ond 04 040100 
A ee "i 15% 
Countersink.......- 
| Reamer. 
seater’ Square.... . 3 3 
tandard Square..... = 175 
American Octagon... 
Screw Driver. ‘ 55 
No.7 Common....+- —,, 125 
No. 1 Triumph.....- = - 
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